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1 endless supply of quality merchant iron 





Foundrymen everywhere agree that 
the quality of their products depends 
on the uniformity of the pig iron— 
uniformity of chemical composition 
and of its melting characteristics. 
And the only way to insure this much- 
to-be-desired uniformity is by pur- 
chasing a quality grade of iron from 
a reputable manufacturer with facili- 
ties for unlimited output. 

Republic offers you a highly uni- 
form merchant iron—a grade for 
every use—a capacity of more than a 
million tons annually—a metallurgi- 
cal service that studies your casting 
problems and gives you the benefit 


of years of foundry experience. 


REPUBLIC 
PIG IRON 


“PIONEER” 
Birmingham, Als) 
Foundry and Basic 


‘e 


““NIAGARA” 


(Buffalo, N.Y.) 


" 


Foundry, Malleasle 
and Basic 
© 
“McKINNEY” 
leveland, Obio 
Foundry, Malleable 
and Basic 
$ 
“REPUBLIC” 


= > 


mer and Basic 
er and Basic 
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PIG IRON & BY-PRODUCTS 


CGB PORATION SALES DIVISION 


GENERAL OFFICES CLEVELAND. OHI 


MORE THAN A MILLION TONS A YEAR 


oO 











JIQDO crinome orerarions 


in the Modern Automobile... 


JOD Grinding Operations 
with NORTON WHEELS 


| pene the estimate—the grinding 

operations necessary in producing 
the many parts and mechanisms that 
make the car. For each and every one 
of them there is a Norton Wheel—a 
wheel exactly suited for its particu- 
lar task—whether it be crankshaft, 
camshaft, centerless, internal, surface, 
tool or any other type of grinding. 
There's a variety of Norton abrasives, 
bonds and structures to choose from 
—and Norton service to help you. 


NORTON COMPANY 


Worcester, Mass. 

















-; NORTON ABRASIVES _K 
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werling Wheel: 
Vorthe Foun dry Industry) 


a . . 
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For the inspection of Foundry 
men from everywhere Sterling 
will exhibit many kinds of ws 
used in foundries in the United States 
: Wheels that have broken records 
= for life, cutting action and low grinding cost. 
cs . Sterling invites Foundrymen to study the 
structure of a pro- 
duct continually 
improved for 
cleaning room 
efficiency. 


HZ. 4 | 
THE ‘STERLING GRINDING WHEEL COMPANY 


Abrasive Division of The Cleveland Quarries Company 


Factory and Office: TIFFIN. OHIO OetaGe 135 North Wacker Drive DETROIT: 101-107 West Warren Avenue 
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AMERIC A’S FINES T OC 


FOR PARTICULAR INFORMATION AND RESERVATIONS 


EAN 


ADDRESS 


EDWARD B. JOUFFRET, MANAGING DIRECTOR, RONEY PLAZA, MIAMI BEACH, FLORIDA 


or New York office, 521 Fifth Avenue, Suite 2421; Chicago office, 180 North Michigan Avenue, Suite 1015 
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. . . Socially comfortable, if you 
know what I mean... a lot of our 
own crowd and the bunch we 
barged around with on the Riviera. 
They’re all here at the Roney Plaza, 
for if you really go in for Miami Beach 
resort life in the finer sense, you spend 


most of your time here anyway. 


“The Beach and Cabana Club are 
gorgeous. Our suite overlooks the 
ocean, the service is smartly continental 
and I guessed the chef's name after our 


first dinner. 


“Promised to golf at two with John, 
then to dance in the Palm Gardens at 
five, so more of this later. Hurry down 

. you’re missing the best winter 


ever.” 


Ve Bh 


MIAMI BEACH 


THE EXECUTIVE PURCHASER 
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CARBON PAPER and 
TYPEWRITER RIBBONS 


nee Are as necessary to your office 
as bread and butter to your table. 
For this reason we maintain branch 
offices in the cities listed which are 
manned by trained specialists at your 
service who can help you by bring- 
ing their vast experience in the selec- 
tion of the proper carbon paper and 
typewriter ribbons and carbonized 
rolls for your various needs — 

Atlanta Houston Philadelphia 


Baltimore Indianapolis _ Pittsburgh 
Birmingham Kansas City Portland 


Boston LosAngeles SaltLake City 
Chicago Louisville San Francisco 
Cincinnati © Memphis Seattle 
Cleveland Milwaukee St. Paul 
Dallas Minneapolis St. Louis 
Denver New Orleans Toledo 
Detroit New York Tulsa 

Omaha 

e 


For quick service each branch carries a 


complete line of — 


CARBON PAPERS 


for 
Addressograph Fanfold Noiseless 
Adding Machine —_Hectograph Pen 
Elliott Fisher Billing Typewriter Pencil 
RIBBONS 


Adding Machine Hectograph Tabulating 
Addressograph Multigraph Teletype 


Elliott Fisher Stamp Time Clock 
Typewriter of all kinds 
ROLLS 
Auto Register Adding Machine  Tabulating 
Addressing Elliott Fisher Tally 
e 


KEE Lox MANUFACTURING Co. 


GENERAL OFFICES & FACTORY 
ROCHESTER, N. Y. 
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{ We're using” 7 
ACME SUPERSTRIP 


XL 











REAR AXLE HOUSING HALF 


@ Manufactured in one piece from low carbon Acme 8” x .156” x 

114'2” Hot Rolled Superstrip. Note folded “hem” around center 

opening, forming of which requires strip steel of uniform highest 

quality. Approximately one-third of shank on each side of cente: 
is upset to increase wall thickness 20%. 

This is a splendid example of how Acme Superstrip, made for the 

job, lends itself to all types of forming, and to electric welding 








Production is Smoother and 
Products are Better with 


ACME SUPERSTRIP 


@ There is a good reason why scores of man- 
ufacturers are swinging to Acme Superstrip. 
The reason is—better manufacturing. 


And one of the reasons why Superstrip means 
better manufacturing of automotive, electrical 
and countless other parts is that Superstrip, 
each time, is made to fit individual product 
and production needs. 


Difficult drawing and forming... bending 
quality ... hardness ... finish .. . whatever 
the need or combination of needs, Acme 
answers it with made-to-fit Superstrip. Prod- 
ucts are stronger and better looking. Produc- 
tion is faster and smoother. 


Send today forthe booklet, ‘“Batting’em Out,” 
that tells of numerous products made better 
with made-for-the-job Superstrip. ACME STEEL 
COMPANY, General Offices, Chicago. Branches 
and Sales Offices in Principal Cities. 








HOT ROLLED « COLD ROLLED / GALVANIZED + STAINLESS 
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ACME STEEL COMPANY, 2843 Archer Avenue, Chicago 
Send mea copy of the booklet ‘Batting ‘em Out.”’ 
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When We Need 2 
Good Steel 
—Quickly 
We depend on 


RYERSON 


STEEL-SERVICE 


S.A.E. Hot and Cold Rolled Alloys, Stain- 
less, Tool Steel, Screw Stock, Shapes, 
Sheets, Plates, Bars, Welding Rod, etc., 
in stock for IMMEDIATE SHIPMENT. 














JOSEPH T. RYERSON & SON, INC., CHICAGO 
MILWAUKEE - ST.LOUIS - CINCINNATI + DETROIT > 


CLEVELAND - BUFFALO + BOSTON 
PHILADELPHIA + JERSEY CITY 
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VALUE MAKES VOLUME 


N citing the automobile industry as the success- 
| ful exemplar of the Brookings plan of sharing 
with the consumer savings due to technological im- 
provement, emphasis has generally been placed on 
the introduction and development of low price 
models, resulting in the ascendeney of the big three 

Chevrolet, Ford and Plymouth. This illustrates 
only one phase, the natural situation of a price and 
quality range within the industry and competition 
on the basis of such variations. The unfortunate 
connotation of this widely quoted example is that 
extension of markets is somehow associated in the 
popular mind with a lowering of quality standards. 
Such a conclusion coincides neither with the plan 
nor with the facets. It does not satisfactorily ex- 
plain the favorable position and record of the in- 
dustry as a whole. 


A new study by the Automobile Manufacturers’ 
Association gives a truer picture of the situation, 
demonstrating the broader application of the plan 
on an industry-wide basis and giving additional 
force to the principles involved. This study, based 
on comparative average costs of twenty-five models, 
relates price and value by an analysis of three 
separate faetors—horsepower, weight, and wheel- 
base. In the ten year period 1925-1935, it is shown 
that average price per horsepower has declined 
73.9 per cent, price per pound has declined 42.1 
per cent, and price per inch of wheelbase has de- 
clined 33.8 per cent. To express one of these com- 
parisons in terms of dollars rather than per- 
centages: The car owner in 1925 paid, on the 
average, $25.86 per horsepower; in 1935 that 
average cost was down to $6.86. 

To complete the demonstration it is necessary 
to relate these figures with the general commodity 
price level and with labor rates in order to show 
that this inereased value is not simply a matter 
of natural deeline in material costs or an exploita- 
tion of labor. 


Qn the first point we find the general com- 
modity index down 23 per cent in the same period, 
a decline that is substantially exceeded by any of 
the measures of automobile value noted above. A 
contributory factor, it is clearly not responsible 
for the whole downward trend of ear prices. 

On the second point, we find wage rates in the 
industry higher even than in 1929, and more 
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workers employed than in the years 1925-192. 
other words, it has not been a case of exploit 
and though unit operations may show consid: 
technological displacement of labor, the net 

of expanded production to supply an exp 


market has been to increase employment. 


It follows then that the accomplishments 
industry in marketing its product and 
greater value per dollar must logically be as 
to increasingly efficient management and 
tion, plus the policy of sharing with custom: 
benefits derived from technical advances, b 
to cost and quality. And this is the heart 
Brookings plan. Those who have viewed th 
posal as inimical to the eapitalistic system 
well to sean the operating statements of thi 
industry that has tried it. 


MANAGEMENT POLICIES 
UNDER NEW TAXATION 


HE proposed revision of the corporatior 

program, levied against undistributed 
rate earnings in place of income, capital stock 
excess profits, is based on the assumption that si 
four and a half billion dollars are slated to go 
surplus funds during the year. It is safe to s: 
that under such a levy, the sum will fall consi: 
ably short of that figure as management adjusts 
This does 
mean deliberate tax evasion, nor does it imp 


policy to meet the new situation. 


failure of the tax program, for expenditur 
distribution of these funds would be reflecte: 
other taxable income. But it is the plain dut 
management to administer corporate resources 
the way best suited to promote industria! wi 
under existing conditions and regulations. 


For some years past it has seemed thi 
prudent policy to build up substantial rese) 
wherever possible. That trend has been att 
from a social standpoint as one of the contrib 
clauses for lack of consumer purchasing 
Such a eategorical denunciation overlooks 
that reasonable reserves are essential to the st 
and permanence of the individual enterprises 
they were the means of continuing employme) 
operation, even on a curtailed seale, and 
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taining wage rates for many months after cold- 
blooded appraisal of business conditions would have 
dictated drastic retrenchment; that in this way 
the initial shock of depression was tempered and 
business and labor generally were saved from more 
abysmal depths than those we actually experienced ; 
that provision must be made in good years to carry 
through a less favorable period. William J. 
Cameron of Ford Motor Company, points out that 
the twenty-seven billion dollars of surplus spent 
by private industry since 1930 still heads the list 
of recovery expenditures, topping even the govern- 
mental figure for comparable projects. ‘*‘ Private 
surplus,’’ he states, ‘‘is publie security. Since 
1930 it has been national salvation.’’ But if such 
reserves are to be discouraged, resourceful business 
men will have to decide anew how to make the best 
use of their resources and will find other means to 
cope with the situation. 

One serious effect will be found in respect to 
the revival of construction and the capital goods 
industries. Particularly in the past two years 
there has been a great incentive to convert cor- 
porate income into plant rather than financial 
balances, with a highly beneficial result in the way 
of modernization and expansion programs. These 
incentives would be largely counterbalanced by the 
new proposal, and it is likely that investment in 
capital goods would suffer, perhaps even to the 
point of inadequate provisions for depreciation and 
obsolescence. The portion of corporate income 
that can be profitably used for the furtherance of 
business will probably go into the channels of addi- 
tional research and advertising. <A similar develop- 
ment followed the introduction of the excess profit 
tax, and with generally good results. The deeper 
consciousness of these two important and salutary 
factors has remained and aided materially in our 


business progress. 


But research and advertising create the need 
for new and modern plant, and this will have to 
be sought through the slower, more expensive and 
less assured medium of new financing. Construc- 
tion and machinery building will be retarded. 
And the eventual result will be a larger capital 
investment supported by a depleted financial struc- 





ture—a situation searcely leading to sound and 


stable industrial strength. 
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A PURCHASERS’ CONVENTION 


HE preliminary outline of the New Orleans 

convention program of the National Associa- 
tion of Purchasing Agents has been drawn. Under 
the direction of Program Chairman Walter Kirk- 
man, the 1936 convention shapes up as distinctly 
a purchasing man’s conference, dealing with the 
realities of the buyer’s job, touching upon his 
everyday departmental problems and_ duties, 
couched in his own language. It promises to be 
one of the most practical and helpful meetings of 
the sort ever offered to purchasing executives. 


It is natural and proper that such a theme 
should be chosen at this time. For some years past, 
the tundamental changes in economic thinking and 
outside forees affecting business, with the atten- 
dant uncertainty as to guiding policies, have de- 
manded the greater share of attention. At Detroit, 
economic planning in the modern sense was a new 
concept tor industry at large. At Boston, we stood 
on the eve of the great national experiment. At 
Cleveland, the recovery program was in full career, 
with all its idealism of motive and its confusion of 
mechanism to be clarified. At New York, the NRA 
had been swept away, governmental policies were 
under fire, and familiar economic forces were strug- 


gling to assert themselves. 


Today, with business definitely on the upgrade 
again and relatively free from outside interference, 
with recovery once more the active personal re- 
sponsibility of every unit in the field, with execu- 
tives in a position to concentrate on the task at 
hand rather than to speculate on conflicting theories 
and divergent possibilities, it is time for intensive 
examination of the job. 


Purchasing has changed in the last five years. 
The period of stress and reorganization has left 
its stamp on this as on other phases of business 
policy and administration. The buyer has new 
and greater responsibilities in the new order. He 
is dealmg with new policies of management and 
new marketing factors. He must be prepared to 
accept these responsibilities and to relate his fune- 
tion and his work with the general program to 
forge ahead. The meeting at New Orleans in May 
will be a very practieal help to this end. 





THE EXECUTIVE PURCHASER 
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Practical Uses of the Law of 


SUPPLY AND DEMAND 


in Industrial Purchasing 


BENEDICT VAN VOORHIS, P. A.— 


DuPont Viscoloid Company 


RICES of the things that pur- 

chasing agents buy are rarely 
static. Variations in prices are 
eaused by many different things, 
but nearly always there is a feel- 
ing that the most important de- 
termining factor is the law of sup- 
ply and demand. For a law as 
universally discussed as this one, 
there is a strange absence of care- 
fully worded copies. In general 
the feeling seems to be that in- 
creasing supply or decreasing de- 
mand tends to lower prices and 
that decreasing supply or increas- 
ing demand tends to raise prices. 
Some writers profess a greater fa- 
miliarity with the details of the 
law, and claim that at a certain 
equilibrium price, supply and de- 
mand will equalize and the greatest 
amount of business be done. 


THEORY AND APPLICATION 


With all this theory the purchas- 
ing agent is vitally interested, but, 
in practice, it is hard to see where 
and how the law ean be applied to 
advantage. The forces of demand 
and supply are rarely given free 
rein to operate and to set prices. 
Commodity exchanges operate on 
only a limited number of commodi- 
ties, and due to the technicalities 
of futures trading and hedging 
they may not truly picture the re- 
sultant of the forces of demand and 
supply. 

The apparent difficulty of mak- 
ing any practical use of the law of 
supply and demand should not, 
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however, deter the purchasing agent 
from attempting to apply the law 
intelligently to his own problems. 
There are two rather distinct 
problems whose solution may be 
forwarded by the application of 
supply and demand data. These 
are 
(1) Are prices going to advance 
or decline? 
(2) Are present price levels jus- 
tified by present conditions ? 


The first of these problems is the 
simpler of the two, and for that 
reason it is considered first. Our 
reasoning must start from the base, 
however, that present price levels 
represent an equilibrium of demand 
and supply. 


GETTING THE FACTS 


With the exception of the few 
important commodities listed in ex- 
changes, figures for either demand 
or supply must be searched for. 
Supply figures are usually the easi- 
est to get. Products of the field 
or mine are usually listed by Gov- 
ernment or private agencies. Man- 
ufactured products can usually be 
referred back to their essential raw 
material elements, making sure, 
however, that manufacturing ¢a- 
pacities are ample and will not act 
to hamper or restriet supply if de- 
mand increases. By-products must 
also be referred back to the basic 
materials from which they come. 

As we dig out our figures, it be- 
comes apparent that we must have 






a basis of time to work on. How 
far ahead are we looking Chis 
question must be settled first. The 
rest follows. Figure out what the 
total supply is likely to be over the 
period under discussion, and also 
put down a second figure indicat- 
ing what you think a maximum 
supply might be. 

Since your figures are subject to 
error and can best be used rela- 


tively, compare your results with 
similar figures for other periods. 
The results will give you a picture 
showing whether the supply will in- 
crease or decrease. It is sometimes 








9 = aan —N« 
SAYS HI-PRESSURE PETE: 

The P. A.’s who are promoting 
the policy of shorter interviews 


will find plenty of support in the 
waiting room, but strenuous opposi- 
tion from the lucky ones who get 
inside. 
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MANAGEMENT 
LOOKS AT 
PURCHASING 


by E. J. MILLER 


President 
St. Louis Screw & Bolt Mfg. Co 


President 
Associated Industries of Missouri 
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RESEARCH AND DEVELOPMENT 


— the Foundation of Progress 


OOK to the supply source that 

has a healthy regard for teeh- 
nical research and maintains an 
adequate staff and equipment to 
vo pioneering for better materials 
and methods. It isn’t enough 
merely to keep abreast of the times. 
Widening markets, produet  im- 
provements that keep a company 
in the forefront of its industry, 
are won only by keeping a_ step 
ahead. The follower can never be 
a leader. 

Well, isn’t that primarily a job 
for the individual company? Don’t 
we maintain our own technical 
staffs for the constant refinement 
of design and procedure to the end 
of bettering the product and achiev- 
ing greater operating efficiency? 
Doesn't the alert buyer keep close 
check on factory experience with 
various lots?) Hasn’t he free access 
to the laboratory for aid in setting 
up his specifications, making the 
necessary acceptance tests, and such 
additional inspections as may seem 
desirable? 


THE OUTSIDE VIEWPOINT 

True, and so far as it goes this 
is altogether praiseworthy. But the 
history of industrial progress re- 
cords the eurious faet that while 
each group is busily and earnestly 
working to perfeet its own particeu- 
lar field of operation, that work is 
very likely to follow along tradi- 
tional lines, whereas the major and 
revolutionary contributions to prog- 
ress have generally come from the 
outside, where imagination and per- 
Spective are untrammeled. 


Dr. C. M. A. Stine, Vice Presi- 
dent of E. I. duPont de Nemours 
& Co., last month addressed the 
Traffie Club of Wilmington. Speak- 
ing to railroad men, he chose his 
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Industrial research is not altruistic in 


motive but its justification in the 


commercial sense depends on producing 


a mutual advantage for maker and user. 


text from the railroad industry. 
With all due respect for the aecom- 
plishments of the earriers in the 
direction of inereased speed, fuel 
economies and elimination of sur- 
plus weight, he pointed out that 
the steam locomotive of today is 
essentially the same in principle as 
the one that Stephenson hitched to 
the first practical train in 1829, 
that no significant improvement in 
box ear design had been made for 
seventy-five vears. And meanwhile, 
the eight major advanees in rail- 
road transportation have been in- 
vented by non-railroaders: the tele- 
eraph, the sleeping car, the auto- 
matie block signal system, the air 
brake, the refrigerator ear, the 
automatic car coupler, the vestibule 
buffer, and the electric locomotive. 
Real progress has come from out- 
side the industry. It is more than 
likely that further developments 
will come in large part from simi- 


lar sourees. 


THE BUYER'S INTEREST 


And that’s where the purchasing 
executive fits into the picture, as 
the first point of contact with the 
outside organization. It is within 
the seope of his influence — if he 
will make it his business and his 
poliey to work along such lines — 
to be in the front rank of those to 
have the benefit of that outside re- 
search, to extend the laboratory 


equipment and technical effort of 
his own company to include the 
corresponding activities of supplier 


organizations. 
Not that research is altogethe: 


or even primarily —an altruistic 
undertaking. It is frank one 
means, and a very effective means, 
of placing the company in etter 
competitive position, of extending 
markets, finding new uses exist- 
ing products and better products 
for existing uses. The purchasing 
man and his company ar part 
of that prospective mark But 
since the market can be y only 


by superior merit or some othe 
commereial consideration re is 
an element of mutual! tage 
whieh cannot be overlook 


PROFITS OF RESEARCH 
Research pays. It is the 


tion of many a successfu 


But it pays only by sharing \ 
current advertisement of the Gen 
eral Electric Company, an outstand 
ing example of the research-minded 
organization, points out that ther 
industries — and the public that 
buys the goods of those industries 
—have benefited by this 
that has saved the Americ eopl 
from ten to one hundred dollars 
for every dollar it has earned for 
General Electric.’ 

The development of nitrocellulose 
lacquers a little more than a deeade 
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ago has been a boon not only to the 
lacquer manufacturers. Finding a 
rich market in the automotive field, 
it accomplished a threefold benefit 
for the car makers: 

(1) It reduced a process involv- 
ing twenty-two distinet operations 
of highly skilled handwork in the 
application of old-style paints and 
varnishes, to relatively simple and 
inexpensive proportions. 

(2) It reduced the time of the 
body-finishing job from six weeks 
to two days, eliminating one of the 
serious ‘‘bottle necks’’ of produe- 
tion that had previously hampered 
the industry. 

(3) It provided a finish with a 
useful life comparable to that of 
the car itself, instead of one which 
lost its freshness and beauty within 
afew months. This was a real sales 
help and an advantage to the ear- 
owning public, removing one of the 
aggravations and sources of dis- 
satisfaction incident to ownership. 

Other instances of research de- 
velopments may be less direct and 
apparent in their results, but the 
principle still holds that the fruits 
of research are enjoyed all along 
the line, by the intermediate and 
ultimate buyer as well as by the 
original manufacturer. This is the 
commercial justification of research, 
which has attained the size of a very 
substantial industry in itself, with 
1600 units, 35,000 workers, and an- 
nual expenditures in excess of two 
hundred millions of dollars. 


INDUSTRY'S RESPONSIBILITY 

And research today, more than 
ever before, is the responsibility of 
industry itself. The ideal situation, 
perhaps, would be to delegate this 
project to publie or semi-public 
agencies such as the university lab- 
oratories. It was estimated by 
Prof. Roger Adams of the Univer- 
sity of Illinois, President of the 
American Chemical Society, in his 
address before that Society last 
year, that the basie information for 
more than 95 per cent of all indus- 
trial processes had been originally 
discovered and described by univer- 
sity investigators. Only a few of 
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the research laboratories main- 
tained by private industry have 
been willing or able to devote their 
attention and efforts to the field of 
pure science. They have for the 
most part concentrated upon com- 
mercial or so-called ‘‘practieal’’ 
applications. 

That industry has recognized the 
importance of this basic research is 
attested by the fact that many ot 
the university projects have been 
underwritten and endowed by pri- 
vate industry with the dual effect 
of subsidizing the work itself and 
training competent technical per- 
sonnel to carry on the studies and 
to perfect their applications in the 
laboratories of industry. 

It has become a source of much 
concern to those interested in uni- 
versity research that the financial 
situation of schools and foundations 
has generally suffered greatly over 
the past few years, not so much in 
depreciation of the securities which 
represent their endowment funds, 
but in the notable slackening in 
gifts and appropriations for such 
purposes, and the more recent ten- 
deney for refunding of bond issues 
at lower interest rates. The com- 
bination of all these factors has re- 
sulted in a situation which Prof. 
Adams characterizes as ‘‘precari- 
ous’’ from the standpoint of con- 
tinued progress in pure science, as 
it clearly indicates the necessity ot 
retrenchment and curtailment of 
such work. 

The responsibility is therefore 
thrown back upon progressive in- 
dustry, either to provide a greater 
measure of support to the univer- 
sity research laboratory, or to 
shoulder the task itself. 

All of which makes it a very per- 
tinent question for the purchasing 
man to inquire into the research 
facilities, and the research interest, 
of his prospective sources of sup- 
ply and to maintain a elose and 
cordial relationship with those who, 
in his opinion, promise to be among 
the leaders in this march of prog- 
ress. 

It is not a factor that can be 
judged by size alone, nor is it al- 


ways publicized to the extent that 
makes an accurate appraisal eas 
It may require a little active re- 
search work on the part of the 
buyer himself to learn what is e 
ing on in the plants and organiza- 
tions of his various vendors. Per- 
sonnel is a factor of major impor- 
tance; experience and _ intelligent 
interest in a particular field are 
others. One of the most fruitful 
mechanical engineering laboratories 
that has come to our attention does 
not even make any elaim to the 
title of ‘‘laboratory.’’ It is the 
tool-makers’ room of a little stamp- 
ing plant that would ordinarily 
seem to have little to offer the in- 
dustrial buyer. Yet it has wrestled 
so successfully with intricate prob- 
lems of its own, and has gathered 
a staff of such skilled operators, 
that many a more pretentious man- 
utacturer ‘‘in the know’’ has taken 
his troubles there and come away 
satisfied, with some knotty problem 
brought to the stage of practical 
development. This is but one phase 
of the information that a buyer 
will find of exceedingly great value. 
There are scores of similar instances 
in many specialized fields. 

Self-reliance is an excellent trait, 
unless it means travelling with a 
pair of blinders that restrict our 
vision of what is goimg on about 
us. Cultivate the research-minded 
vendor and share with him the op- 
portunities which technical progress 
is revealing on every hand. 


APPOINTMENTS 


C. G. KREPPER has been ap- 
pointed purchasing agent for the 
Muskogee (Okla.) Iron Works, sue- 
ceeding MANLY W. CLARK, who 
resigned to take over the purchas- 
ing duties at Tulsa Boiler and 
Machinery Company. 


A. FINDLAY has been appointed 
purchasing agent for the United 
States Printing & Lithograph Com- 
pany, New York City, sueceeding 
the late William H. Keeler. 
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SELF-TAPPING SCREWS 


— an Aid to Economical Assembly 


Construction, automotive, electrical equipment 


and radio are among the many industrial fields 


where satisfactory service, speedier operation 


and lower costs have been achieved through the 


application of these modern fastening devices 


FRANCIS A. WESTBROOK 


Consulting Engineer 


N the assembly of manufactured products, and also 
in various kinds of structural work, the question of 
fastening the parts together is something of a prob- 
lem, especially from the standpoint of economy and 
strength. Among the products that have been de- 
veloped to meet certain phases of this problem is a 
series of so-called drive-serews and serew-nails, fabri- 
cated of hardened metal so as to cut their own thread 
as inserted or driven into a variety of materials, re- 
sulting in a self-tapping operation. Made in a con- 
siderable range of designs adapted to various applica- 
tions and conditions of use, just as in the ease of other 
types of fastenings of earlier development, they are 
unique in that they may be turned or driven into holes 
previously punched, drilled or molded, but not tapped. 
This type of fastening has several important ad- 
vantages. In the first place, the tapping operation is 
eliminated. The fastenings made with these devices 
are not affected by vibration, as their threads are cut 
in the material by the hardened thread of the fastener, 
thus obtaining a precision fit commonly ealled a ‘‘cold 
weld.’? Lock washers and other auxiliary locking de- 
vices are not necessary to obtain seeurity. The fasten- 
ings may be applied by means of a screw driver, 
wrench or hammer, depending on the type of the 
fastening device. As the operation is very speedy 
whichever method is used, it lends itself very well to 
mass production or to single assemblies with an equal 
degree of facility and at low cost. 

The application is very wide and there are now 
some 50,000 users, making a great variety of products. 
One very wide field of usefulness is for fastening to- 
gether sheet metal parts. Another is the assembly of 
plastie products. Still others in the field assembly of 
pre-fabricated steel buildings, in automobile body 
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work; the assembly of all kinds of electrical appli- 
ances; attaching sheet metal to wood; the assembly of 
die castings; and a great many others. Rather than 
attempt to enumerate all the applications in general 
terms, it will be more illuminating to select a few 
typical examples from different fields and briefly sum 
marize what has been accomplished. In this way the 
possibilities will be set forth and the reader can see 
whether his products may not be similarly assembled. 
Or at least he may consult with the manufacturer of 
these fasteners and obtain additional information and 
data that might be helpful in reaching a conclusion as 
to whether or not the devices may be adopted with 
economy for his particular assembly problem 

First, however, it will be well to deseribe in a few 
words what these hardened self-tapping screws and 
nails are like. It is to be borne in mind that all of 
these fasteners have hardened threads so that they 
will eut their own threads as they are turned or forced 
into the materials that they are to hold together 





The original sheet metal serew, which is still ex- 
tensively used, has the appearance of an ordinary 
rolled thread wood serew. The hardened threads, 
though, are designed for fastening together pieces of 
sheet metal up to 18 gauge in thickness — that is thin 
metal. An improved type has been designed with a 
tapered pilot instead of a gimlet point, and because 
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of the difference in thread structure it can be used 
for joining and making fastenings to sheet metal up 
to 6 gauge in thickness. It is also widely used for 
assembling aluminum and die castings, plastics, ete. 
Furthermore, they can be suecessfully used for fas- 
tening parts to slate, ebony asbestos, fibre and the like. 
Both types of screws have slotted heads and are turned 
into drilled, pierced or clean-punched holes with a 
screw driver. 

A modification of this second type is designated as 
a hex-head hardened self-tapping cap-screw. It is 
applied with an end or socket wrench. These are 
suitable for a great variety of work involving heavier 
materials, as they can be turned in in places where a 
serew driver would not be practicable. Furthermore, 
due to the ease and quickness with which they can be 
driven they are widely used in industries requiring 
great speed of production, as in the radio field. © They 
are used for joining and making fastenings to steel 
plates and structural shapes up to 14” thick and also 
on solid sections of brass, bronze, aluminum, slate, 
transite board, ebony asbestos, die castings and the 
like. 

Still another form of self-tapping serew is known 
as the Type ‘‘U’’ hardened metallie drive screw, whici 
is provided with multiple threads of long pitch that 
is driven in with a hammer or may be foreed in with 
a kick or arbor press into holes previously punched, 
Unlike the slotted 
head serews or the hex-head serews previously men 


drilled or molded in the material. 


tioned, the drive serews are intended for making per 
manent fastenings only; that is, once driven in they 
cannot readily be removed. They are particularly 
suited for making permanent attachments to brass 
and aluminum eastings, iron, steel, plastics, ete. They 
have demonstrated a high degree of holding power 
under the stresses of tension, shear and vibration to 
escutcheon pins, machine serews, ete. 

Other interesting variations of the self-tapping 
principle are hardened serewnails and hardened ma 
sonry nails. The former is intended for fastening 
sheet metal to wood. These nails have hardened 
threads with steep pitch and because they are made 
of hardened steel they can be driven through sheet 
metal without easily bending or breaking. Masonry 
nails are expressly designed for making fastenings to 
brick, concrete, mortar and the like in comparatively 
soft materials such as cinder concrete, ete., and it is 
not necessary to drill a hole. However, when hard 
masonry is encountered, a small lead hole approxi 
mately 2/5 the length of the nail is necessary. They 
are used for many different kinds of attachments such 
as signs, cornices, metal ceilings, machine guards, con- 
erete footings, railings, pipe clamps, fixtures of vari- 
ous kinds, meters, outlet boxes, wires, mouldings, 
awnings, ete. 

All of these products are made in various sizes and 
with different styles of heads for use under all kinds 
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of conditions. It is, therefore, highly desirable t 
consult with the manufacturers when considering thei: 
use in order that the best results may be obtained be 
cause the assembly advantages that these devices offe 
their principle of aetion has often been incorporated 
and a part specifically made to meet a particular 
problem. 

Now let us consider some instances of actual use o 
these hardened self-tapping fasteners. One very suc 
ceesstul user is a large refrigerator manutacturer who 


uses the sheet metal serews in the assembly of his 




















cabinet. Formerly the outside sheet metal parts were 
fastened to a wood frame work by the means ot wood 
screws. By using the self-tapping sheet metal screws 
we have deseribed, it was possible to eliminate the 
wood frame entirely and fasten the sheets directly to 
each other, reducing the cost of each eabinet about 
$.91 or, in terms of the vear’s production it meant a 
eross saving in the neighborhood of $64,000.00. | In 
addition to reducing costs it was found that the eabi 
net was structurally stronger with the metal parts 
fastened together in this way than when the *,” wood 


screws used in a wooden frame. 


TYPICAL APPLICATIONS 


A very interesting example of the advantages of 
using the self-tapping serews was experienced by one 
of the largest manufacturers of sheet metal partitions 
One specific field assembly we have in mind required 
five machine screws and three bolts. The holes for 
the machine serews had to be tapped, and when the 
bolts were placed it was necessary to have two men, 
one on each side of the partition. The use of the 
self-tapping screws made it practicable for one man 
to do the job and the tapping operation was don 
away with entirely. A careful estimate made by this 
manufacturer showed that a saving of $15,000.00 a 
vear in their field assembly work had been aceom- 


plished by these devices. 
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to Formerly escutcheon pins were used by a maker These screws have been subjected to a wide variet) 


ir of gasoline and oil dispensing equipment for attach- of laboratory tests for strength and holding powe! 
e ing name plates, but because of the difficulties en- under severe vibration as well as under the stresses 
r, countered on account of the slight variation in the of tension and shear loads, and in comparison wit! 
ad diameters of the holes provided for the pins they machine serews, bolts and nuts and other devices ci 
ar’ were abandoned. They found that with Type ‘‘U”’ signed for similar uses. Their extensive use in ai 
hardened metallic drive screws recommended for this plane and automobile body assembly work is an indi 
or job, it did not make any difference if the holes varied cation of their satisfactory performance and their 1 
le as mueh as .005”. Much trouble was avoided in this sistanee to working loose. 
ho way, with a definite saving in cost and a considerable In the assembly of plastie products, espec elee 
Lis speed-up of production. trical equipment where connections must be » ded 
Probably the most outstanding use of these screws for, one of the great advantages of using self-tapping 
is found among the radio manufacturers. In one of serews is that the metal bushings (which ar me 
the popular sets made by Phileo, 44 tapping opera- times the most costly part of the product) can bi 
| tions were eliminated by the use of hardened self- omitted. Thus one company now fastens its thre 
tapping screws. Last year’s consumption of the self- metal chart clips to the thin Bakelite cove 
tapping screws by this concern ran well over 65,000,- cording device with self-tapping screws an it 
000. Thus the enormous savings by eliminating the the labor cost in half by eliminating bushings and 
tapping operation is readily apparent. tapping and thus shortening the productioi 
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KARL F. WESTERMANN, P. A. by an executive of the company. If you want ¢ e 





a word in for your company, reply to those letters 
Columbia Steel & Shafting Co. nothing more than an acknowledgment. Campaigns 
i of this kind are watched closely by the executive stafi 
HERE is an undeniable relationship between buy- They generally involve considerable expense, and th: 
‘re ing and selling, not only because the salesman results are tabulated with the idea of det: g 
od contacts the buyer, but because the buyer is virtually the expense was justified. All replies are scrutinized 
Ws a silent salesman. Salesmen are very susceptible to by those in charge, and your company name passes 
he the impressions created by the treatment they receive before these executives, a silent invitation to them to 
to at the hands of all purchasing departments. If they learn more about your organization. Your interest in 
nut are treated properly, the impression is favorable. If their product automatically gives them a des to 
ta they are made to wait too long, or not given coopera- know more about your organization. 
In tion, the impression is unfavorable. There are many Do your sources of supply say you ar 
bi- instances where salesmen have been advanced to execu- Are confirming orders sent promptly? Ar SILOM 
rts tive positions, and they remember the attention they in asking for credits when a credit is due \re you 
wo received at the hands of their former customers. The specifie with information? Do you demand ad 
good will extended to them when they were ‘* peddlers’ Justments or do you request them? These matters are 
rebounds 100%. small. Yes. But the one with whom you dea lees 
A Purehasing Agent is always a walking salesman your company by the way you handle these details. 
ot if not a talking one. Stop and think just a minute Selling by creating impressions is carri D} 
me the impressions you have formed of your fellow buyers the purchasing department. 
MIS. that you meet in your association meetings. Some 
red members are aggressive, others hesitant, some are con- e@ 
tor 


servative, others liberal. Be honest now! Haven't 


the you formed an opinion of the company they work for SIXTY YEAR SERVICE RECORD 


en. . by their attitude? Of eourse vou have. We must not HENRY MENGES, formerly purchasing 

the forget we are always on the spot telling the world the Joseph Woodwell Company, Pittsburgh, | er 

nan kind of an organization we work for by our actions. from active service in that capacity after sixt S 
one The purchasing department sells its organization of continuous association with that compar VI 

this in another way. Much mail comes to your desk from Menges joined the Woodwell organization way back 
Da companies that have something they want you to buy. in the days when General Grant occupied 1 White 
om- These letters are the result of a carefully planned House, and had been in charge of the pure o di 

selling campaign, and very often are signed personally partment for many years. 
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THE MARKET PLACE 


Burlap is a textile fabric woven from 
jute fiber. The latter, an agricultural 


B U R L A P product, is subject to natural price 
fluctuations on the supply side due to 
0 UJ T L 0 0 a crop conditions and the seasonal cycle. 


On the demand side, the chief applica 
tions of the finished product are (1) sacking and baling, tak 
ing more than 80% of the output, (2) linoleum backing, (3) 
roofing materials, (4) upholstery and clothing interlining. 

It would be reasonable to expect some fairly stable price 
relationship between the market course of the raw material 
and that of the manufactured product. But while such a rela 
tionship is apparent in the general price curves over the two 
decades prior to 1934, a different situation has developed during 
the past two years. 

In the latter period, the short-swing fluctuations have cor 
responded in direction but not in extent, with the result that 
the longer trends of these two markets have been directly 
opposed. Jute prices, aided by the influence of the 
Indian government since 1931 in persuading the natives to cut 
acreage down one-third, have advanced in a little less than 
two years from a low of 3% cents per pound to 4% cents.’ 
Meanwhile, burlap (40-10%) which sold at 7 cents per yard 
(or about 10.7 cents per pound) in the early months of 1934, 
is currently quoted at 5.35 cents per yard (or about 8.15 cents 
per pound), chiefly because the production agreement has been 
a voluntary arrangement in which all members of the industry 
did not choose to participate. Viewed in relation to jute 
prices it means that the manufacturing margin has shrunk in 


two years from 6.4 to 3.4 cents per pound. 


SUPPLY 


COAL 


DEMAND 


This situation, already acute, promises to become eve 
more serious, for not only are the price curves still converging, 
but the production agreement among the members of the Ind 
Jute Mills Association expires on April Ist, and at the present 
writing there seems to be little prospect of a new agreement 
immediately succeeding the old. 

Curtailment has been achieved among the member mills 

1) by sealing 15% of their looms for a period of years, and 
(2) by adhering to an operating schedule of 40 hours per 
week. Outside operators have utilized full capacity on a 54 
hour basis, particularly since a general improvement in world 
industry has created a greater demand for burlap. 

If the Association mills should go to this latter schedule 
in an unrestricted competitive struggle, it would mean that 
monthly production would immediately rise to 170 or 180 
million yards, or some 40 million yards per month in excess 
of world requirements, with rapid accumulation of surplus 
stocks and price demoralization checked only by the relatively 
high price of jute. Prices in this industry have been notably 
sensitive to increase or decrease in visible supplies, and it would 
seem to resolve itself into a matter of relative strength of 
financial resources as between the two producing groups. 

The alternative is governmental action enforcing a manda 
tory 40-hour maximum work week, but there is an apparent 
reluctance to invoke such legislation unless the curtailed jute 
program which is also a voluntary arrangement) is en 
dangered by a production spree. 

Developments of the next three weeks, in both jute and 


burlap, are of the utmost importance to buyers of these 


MARKET 


ITUMINOUS output in February NDUSTRIAL coal inventories have N° advance in coal quotation was 
was at the highest rate since been declining, as buying in recent registered in February, _ but 
October, 1930, averaging more than months has less than consump price concessions were rare and much 
10 million net tons weekly. Produc- tion. Dealers’ and consumers’ stocks of the business was on run-of-mine 
tion was steady, distribution facilities depleted. Consumption of both basis. In early March bituminous 
taxed by the large volume and the anthracite and bituminous has been prices weakened, particularly in the 


virtual suspension of truck transporta heavy. 


tion due to road conditions. 


COPPER 


RODUCTION rates were held fair- 


tuations in the sales rate, as most 47,499 tons 
producers have a backlog of orders 
extending up to May, and most cur- 


rent orders are for the later delivery. 


COTTON 


A SURVEY of 1936 planting opera- 
tions indicates an increase of 16% 


in acreage over 1935, the sharpest 


HANKS to two record days (Feb 
ly steady in spite of violent fluc- ruary 14 


more than double the January fi; 


ing which stocks accumulated at the 


mills, March opened with heavy spot 


western fields. 


gece markets present the novel 
15) when sales of situation of a dual price since 


recorded, February mid-February. The higher base figure 


sales reached a total of 78,654 tons, or of 91% cents prevails in scrap and 


ure. custom smelter business; otherwise the 


y 
~ 


914 cent price is unchanged. 


OLLOWING a lull in January and S** IT prices for cotton ranged nar- 


February factory operations du 


rowly from 11.10 to 11.25, with 


government 


uncertainty regarding 


selling policies still the chief market 


gain being in the west. The Pro- purchases, still on a hand-to-mouth factor. Hedge selling was active, 
ducers’ Pool liquidated 162,000 bales basis. Staple business holds up well, chiefly in the new crop positions. 
of cotton in the period from February but the demand for early spring October futures sagged below 10 
13 to 24, representing about one- specialty textiles has been severely cents at one time, but subsequently 


fourth of the spot stocks. 
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hurt by adverse weather. 


recovered part ially. 
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SUPPLY 


IRON & STEEL 


FTER a mid-month recession, in- 

got production rose in February 
to a rate of better than 53%, appar- 
ently well sustained. This is well 
ahead of the rate reported a year ago. 
Rated capacity at the close of 1935 
was 69,789,554 gross tons, a decline 
of about 1/3 of 1% for the year, re- 
flecting the further abandonment of 
Bessemer converters, which now ac- 
count for only 8% of total production. 
Open hearth capacity (now 90% of the 
total) increased 360,000 tons during 
the year —entirely through improve- 
ments — no new units being added. 


PETROLEUM 


Stead of crude oil was further 
curtailed during February. Sur- 
plus stocks of gasoline, however, have 
been rapidly accumulating at refin- 
eries, particularly in the southwest. 


RUBBER 


O change in export quotas has 

been announced, but further in- 
creases in export duties serve to 
strengthen production control. Stocks 
heavy but declining. 


HE International Tin Committee, 

representing five of the major pro- 
ducing countries, cut export quotas 
from 90% to 85% for the second 
quarter. There is little practical ef- 
fect on supply, as the 90% allowable 
has not been reached thus far in the 
first quarter. Visible supplies up 
about 2000 tons, to 15,607. Spot 
metal is still searce, a situation which 
the London Metal Exchange has 
salled to the attention of the British 
government with a request for relief. 


ZINC 


RODUCTION of zine concentrates 

receded slightly from the active 
levels of January, but recovered in 
the closing week of February to a 
9,500 ton weekly rate. Much of the 
new slab zine capacity reported last 
fall has not yet been placed in opera- 
tion but is ready for the expected up- 
turn of the spring and summer. 





DEMAND 


AILROAD demand was on the 

broadest scale recorded for many 
months past, embracing rails, track 
fastenings, cars, locomotives and re- 
pair steels. Other demand was well 
diversified, plates and reinforcing bars 
showing activity, warehouse and lighter 
items also moving in better volume. 
The general tone is optimistic, with 
the seasonal peak expected to develop 
late this month or in early April. 





UEL oil continued in good demand, 
lubricants steady, and gasoline con- 
sumption still low due to unfavorable 


driving conditions. 


ACTORY demand is limited in view 
of labor difficulties at Akron, 
where, at the present writing, the 
Goodyear walkout is in its fourth 


week. 


UYING interest has been light, 

and centering chiefly in early de- 
liveries. Consumers’ stocks are mod- 
erately up. The pace of tin plate 
production has been advancing, and 
reached 75% during February, a gain 
of about ten points for the month. 





EMAND for slab zine picked up 

slowly during the month, with 
shipments exceeding sales by a good 
margin. Sales of 12,580 tons in the 
third week were the highest in three 
months, but following the subsequent 
price advance the upturn was retarded, 
and little carload business was done 


in the closing week. 











MARKET 


REVAILING price essions, 
which have spread from t t 
motive items into other branches of 
the industry, and particularly appar 
ent in the brisk market { erete 
reinforcing bars, have effectively for¢ 
stalled any intention on t rt of 
producers to raise second quarter price 
schedules. Nominally, quotations are 
held at previous levels, and e the 
market cannot be truly characterized 
as weak it is generally conceded that 
the present availability of mediate 
steel at attractive figures 1 mili 
tate strongly against any 


l 


vance in quotations at t 


TANDARD OIL COMPANY of 


California posted higher prices 
(base price up 20 cents ] barrel) 
for crude on February 26t Gasoline 
sharply down in easter: { mal 
kets. 


UBBER markets have been reason 


ably steady, with trading quiet 


and speculation virtually stent 
owing to the strike threat n the 


tire industry. 


7 a fluctuating market, tin prices 


held close to the 48-cent level, be 
ing fractionally above that point at 
the turn of the month. The effect of 
the announcement of further produ 
tion curtailment was to strengthen the 


market, but without any appreciable 
advance in regard to either price or 
demand. The bulk of February busi 


ness was placed at about 471% cents. 
PRICE increase of $ 0 per ton 
on February 26th brought slab 
zine to 4.90 cents per pound, the first 
major price change since the $2 ad 
vanee of October Sth, oming 
close to the producers’ wed goal 
of 5 cent zine. The n el seems 
firm. Price of concentrat s un 


r« 


changed at $31-$32 per t 
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INDUSTRIAL 
PURCHASING 


A summary of the buying function 


as presented before the class in 


Industrial Purchasing, University 


of Cincinnati, January 20, 1936 


JAMES M. BERRY, P. A. 


The Drackett Company 


Cincinnati 


UR CHASING until very recent 

vears has been decidedly heg- 
lected but elcarly justifies consid- 
eration as a major function of in- 
dustry. Over fifty per cent of the 
total income of the average business 
enterprise is spent for materials 
more tor supply and expense put 
chases. The function merits, equally 
with sales, production and finance, 
the direction of a_ well-educated, 
intelligent, alert and open-minded 
executive in any but a strictly one- 
man organization. 

Purchasing under the leadership 
of outstanding members of the 
National Association of Purchasing 
Agents is rapidly attaining greater 
importance in the business world 
and is receiving greater attention 
from industrial management. Pur- 
chasing executives are being vested 
with greater authority and greater 
responsibility, but the possibilities 
inherent.in the purchasing function 
cannot be realized overnight. The 
advancement of purchasing de- 
pends quite naturally upon the 
training and ability of purchasing 
men themselves, and their grasp of 
the larger aspects of the purchasing 
function. 

The organization of the purchas- 


ing department may be logically 
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11 


subdivided into three parts, all es 
sential to a coordinated and com 
plete purchasing service to th 
business of which it is a_ part 
first, the ‘‘buying’’ division, in 
eluding mechanical follow-up ai 
invoice checking ; second, the ** eco 
nomies’’ division, devoting its at 
tention to market and commodit 


Lays files 


study and maintaining ¢: 
and tull reeords of past \CTIVITIES ; 
and third, the *‘engineering”’ divi 
sion, to study materials and sources 
and develop standards and speeit 
cations upon whieh to intelligent]: 
base actual purchasing. There a 
other related activities which ma 
be directed by the purchasing head, 
such as traffic, receiving, inspection, 
stores, and inventors control. 

To adequately man the purchas 
ing department it is necessary to 
secure or develop highly trained 
personnel of absolute honesty, cleat 
understanding of engineering and 
manufacturing processes, broad 
sense of economic relationships 
calm reason, tact and diplomacy, 
and real executive ability. 

The three major considerations 
of quality, quantity and price are 
interrelated and are present in 
every purchase. The right quality 


for the specific requirement, un 


equivoeally defined by exact speci- 
fications, obtainable at the lowest 
*‘ultimate’’ cost, in contemplation 
of the quantity required, expresses 
the proper purchase. <A fourt! 
consideration which must not be 
lost sight of is time, in relation to 
requirement and price. To fully 
eonsider all these faetors involves 
a earetul selection of sources ol 
supply on the basis of their de 
pendability and reliability. 

A elose control of inventories en 
ables the most judicious use o 
working capital, reduces handling 
costs, cheeks waste, minimizes di 
preciation and obsolescence, and 
makes for high flexibility of pre 
duction. The purchasing depart 
ment, with its knowledge and ree 
ords of purchases, commodities and 
markets, should effectuate any pol 
Whethe: 


stores are the direct responsibilit) 


ev ot inventory control. 


of the purchasing department, 1 
eloser and more direct the contact 
and responsibility the more efficient 
and effective the inventory control 
should be. 

The purchasing department is 
called upon to buy a wide range 
of items in addition to the most 
important class, raw materials, and 
each class of commodities entails 
distinct problems. Operating sup 
plies, machinery and equipment, 
maintenance and repair materials. 
office equipment and machines, of- 
fee supphes, printing and service, 
may be mentioned by way of indi- 


cating the extent of the diversi 
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cation of items daily confronting 
the purchasing staff. 

The purchasing function, of its 
very nature, involves legal relation 
ships with suppliers and between 


‘ 


the purchasing ‘‘agent’’ and his 


‘principal.”’ Purchasing execu- 
tives must understand thoroughly 
the nature of the contracts they 
are negotiating, the rights and lia- 
bilities of all parties, and the reme- 
dies available to them for breach 
of contract or warranty, but in 
no ease can such knowledge 
substitute for competent legal coun- 
sel. Similarly, whether under the 
jurisdiction of the purchasing de- 
partment or not, the principles of 
traffic control, rates, service, and 
management, should be clearly un- 
derstood by purchasing men. 

The ultimate measure of the ef- 
ficiency of the purchasing depart- 
ment is, of course, the service it 
renders to its organization. Mutual 
respect for and appreciation of the 
authority and responsibility of the 
coordinate executives of the pro- 
duction, purchasing, sales, and 
financial departments, are essential 
for the close cooperation necessary 
for the fullest success of a business 
organization. The purchasing ex- 
ecutive must assume, as the young- 
est in point of reeognition, the 
major responsibility for the pro- 
motion of understanding and = co- 
operation with the other executives. 
The extent to which he can win the 
close cooperation of production, 
sales, and financial executives, will 
determine in large manner the ex- 
tent of his sueeess in the direction 
ot the purchasing function. 


OTHER EDUCATIONAL 
ACTIVITIES 
MILWAUKEE 


The College of Business Adminis- 
tration at Marquette University, 
Milwaukee, has just completed a 
one-semester course in ‘* Purchasing 
Policy and Praetiee,’’ under the 
direction of George W. Kniek, As- 


sistant Professor of Business Ad- 
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ministration, with the co-operation 


of the Milwaukee Association of 
Purehasing Agents. 

The purpose of the eourse was 
to present to the students a list of 
topics of general importance in the 
field of Business Management and 
of particular importance in the 
funetion of 


purchasing manage- 


ment. (lasses were held eaeh 
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BRISTOL BRASS 


WIRE 


“AVAILABLE IN SIZES rang- 
ing from .012 to 2 inch diameter 
*MICROMETER ACCURACY 
of size assures accuracy of man- 
ufactured products ~ 
“UNIFORM TEMPER assures 
smooth grain and finish which 
greatly prolongs die and tool life 





*ALLOYS FOR ALL PURPOSES 
especially processed to meet 
your particular requirements 

& 
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INQUIRIES 


SF 


THE BRISTOL BRASS CORP. 


BRISTOL CONN. 


Aspects of Purchasing, Traffic, ete., 
were discussed by different mem- 
bers of the Milwaukee Association 
of Purchasing Agents. 


SAN FRANCISCO 
February sessions in the purchas- 
ing course sponsored by the P.A.A. 
of Northern 
follows: 


California were as 

Feb. 4—‘‘Sources of Supply.’’ 
P. C. Weber of California Ink Co., 
and C. W. Whitney of the Asso- 
ciation. 

Feb. 11—‘‘Relations to Stores 
Department.’’ Hobart W. Mears 
of Matson Navigation Co., and 
Wayne R. Allen of Key System. 

Feb. 18—‘‘ The Purchasing Agent 
and the Salesman.’’ Frank D. 
Bryant of Standard Oil Co. of Cali- 
fornia, and Harry F. Kolb of Her- 
cules Powder Co. 

Feb. 25—‘‘Government in Busi- 
ness.’’ P. M. Patterson, and Ed- 
ward M. Welch of American Man- 
ganese Steel Co. 
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HARVARD 
Howard T. 
the Harvard Business School 


Professor Lewis of 
will 
direct a course in Purchasing in the 
fifth Special Session for Business 
Executives, to be held during July, 
1936. 
close relationship between purchas- 


Constant reference to the 
ing and general marketing prob- 
lems will be the keynote of the 
course. By this approach purchas 
ing agents who attend the session 
will be encouraged to develop a 
broader viewpoint of 
than the 
allows. 


purchasing 
pressure of daily jobs 

Since the contacts of buyers and 
sellers form a common background 
for the purchasing and sales man- 
agement functions in business, one 
half of each day will be devoted to 
joint discussion by executives in 
these two fields. This portion ot 
the work will stress primarily the 
problems in selling industrial goods, 
such as markets and channels of 


distribution, price policy, and sales 


promotion. The diseussion, led by 
Edmund P. 


should provide a stimulating back- 


Professor Learned, 
eround for the consideration of the 
more technical problems of pur- 
chasing, under Professor Lewis 
The strictly purchasing section 
will involve an intensive analysis 
of the field, with particular atten- 
tion directed to recent trends and 
developments. Actual business situ- 
ations will be used as a basis for 
class work which will begin by an 
examination of the nature and sig- 
nificance of the purchasing fune- 
tion and questions of organization 
and procedure, including the use 
of records and reports. Following 
this, problems involving control of 
quality and quantity, and the se- 
lection of sources of supply will be 
The latter part of the 
course will be concerned with price 


taken up. 


policies, speculative purchasing and 
finally, the measurement of pur- 
chasing performance. 

One of the stimulating 


phases of the course should be the 


most 


active and open diseussion of the 
material by the executives. The 
development of depth and balance 
of thought by encouraging ex- 
change of ideas has long been the 
practice at the Harvard Business 
School. 


exposed to this procedure in four 


When business men wert 


previous executive Sessions, it was 
found that they were in accord with 
the method as it encouraged indi- 
vidual thought rather than the mere 
lecture 


temporary absorpt ion ot 


notes. As a supplement to the 
regular course work this summer, 
it is planned to hold weekly ban- 
quets at which a number of speak- 
ers will consider problems of pres- 
ent day importance. 

The major qualification for ad- 
mission to the Session is a degree 
of experience in business rather 
than any educational training. To 
insure each man who enrolls full 
benefit from the instruction, how- 
ever, it will be necessary to limit 
enrollment to men in executive po- 
sitions and to a number that will 
facilitate free participation in the 


case discussions. 
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PERSONAL MENTION 





CLARK ADVANCES 


DONALD G. CLARK, Purchasing 
for the Brown & Sharpe 
Provi- 


Agent 
Manufacturing Company, 
dence, for the past ten years, and 
widely known among purchasing 
men throughout the country for his 
leadership in Association activities, 
has been appointed to the newly 
created position of Comptroller of 
Mr. Clark is a grad- 
uate of Brown University and Har- 
vard Law School. He joined the 


his company. 


Brown & Sharpe organization in 
1916 and served in various capaci- 
ties, chiefly connected with the sales 
staff, prior to his appointment as 
Purchasing Agent in 1925. He 
promptly identified himself with 


the Rhode Island Purchasing 
Agents Association, subsequently 


being elected to the presidency of 
that group. In 1930 he was elected 
to the Common Council of Provi- 
dence, where he served two terms, 
where he fostered the movement for 
centralization of municipal pur- 
chasing and headed Mayor Dunne’s 
committee to study and report on 
a plan for a city purchasing agent. 
He achieved national prominence 
in purchasing cireles in 1931, 
through his prize paper on ‘‘Meas- 
uring the Efficiency of the Pur- 
chasing Department’’ in the first 
N.A.P.A. contest. Two years later 
he became national Vice President, 
representing Distriet No. 9, and his 
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outstanding ability and service in 
that position naturally resulted in 
his selection as N.A.P.A. President 
at the Cleveland convention the fol- 
lowing year. He was re-elected to 
the national Executive Committee 
in 1935 as Vice President at Large. 
During his service as a national 
officer, he personally visited the 
majority of member associations in 
all sections of the country, and has 
been a featured speaker at local 
and national meetings, as well as 
appearing before many business 
groups outside of purchasing and 
as a lecturer at the Harvard Gradu- 
ate School of Business Administra- 
tion. Among his major accomplish- 
ments has been the development o7 
the of the 


Association, including the sponsor- 


educational program 
ship of Prof. Lewis’ authoritative 
textbook on ‘‘ Industrial Purehas- 
ing.’’ As eontributing editor of 
Alford’s ‘‘ Cost Production 
Handbook,’’ he wrote the section 
on purchasing for that highly re- 
carded work on indus- 
trial His advance- 
ment at B&S, as in the Association, 


and 


reference 


management. 


is the recognition of merit, achieve- 
ment, personality and leadership. 


RAYMOND W. 
Mr. 
Agent for Brown & Sharpe. 


DIXON 
Clark as 


sue- 
Purchasing 
He is 
a graduate of Harvard University, 


ceeds 


and has been connected with the 
company for a number of years in 
the purchasing and sales depart- 
ments. He assumes his new duties 
with an excellent background of 
experience, and with a wide ac- 
quaintanee in purchasing circles 
gained in connection with his for- 
mer duties. 


* 


LEX TO TVA 


CHARLES E. LEX, for the past 
eight years purchasing agent for 
the City of Cincinnati, has resigned 
to become assistant to the director 
of the Procurement Division, Ten- 















EVEN IN CONVENIENT 
BOXES, LETTERHEADS ON 
WATERMARKED CASLON 


COST VERY LITTLE! 








IN BOXES! 


for little more 
than cheapest papers 


Is letterhead storage a prob 
your firm, as to many? Do pa; 
wrapped letterheads get dusty, ca 
untidiness and costly spoilage? 
Your printer can supply 
marked Caslon Bond letterheads in 
dustproof 500-sheet Caslon Bond 
boxes, with strong walls that p1 
wrinkled letterheads and fol tops 
that permit quick removal of 
... at a surprisingly low « 
Even in these exclusive 
watermarked Caslon Bond c 
less than almost any othe: 
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paper-satisfaction and econon 
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TO FORESTALL COME-BACKS 


FROM THE PRODUCTION DEPARTMENT 


@ When the requisition says 
““ohosphor bronze’, remem- 


SEYMOUR. 


@ Strict laboratory adherence 
to standard specifications, or 
your own formula, is your 


ber the name 


certain safeguard against plant 
objections. 


@ Fatigue and friction resist- 
ant, non-corrosive, ductile, 
free-cutting — an alloy of 
exceptional service. 


Pm 


ha A 








Test samples 
on request 


( .SEYMOURES 


PHOSPHOR BRONZE 


THE SEYMOUR MANUFACTURING CO., 55 Franklin St., SEYMOUR, CONN. 


Specialists in Phosphor Bronze and Nickel Silver 





nessee Valley Authority, with head- 
quarters at Knoxville. In the mu- 
nicipal buying office, Mr. Lex made 
a significant contribution to public 
administration policy in ¢o-ordi- 
nating the purchases of city, 
county, and Board of Edueation, 
thus establishing greater volume 
buying power and eliminating a 


large amount of duplication. 


HARRY F. WAGNER, who has 
been connected with the city buy- 
ing department for sixteen years, 
and has held the position of <As- 
sistant Purchasing Agent since 
1930, has been advanced to the 
Purchasing Agent’s position, sue- 
ceeding Mr. Lex 

* 


HUTTER BUYS FOR 
SCHIEREN 

CHARLES HUTTER has_ been 
named Purchasing Agent for the 
Charles A. Schieren Company, New 


York City, manufacturers of 
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leather belting, with plants at New 


York and 


He succeeds Roy C. Moore, who has 


been appointed 


Manager 


ten vears of service 


and production activities. 
Moore has been active in the New 
York Purehasinge Agents Associa 


tion, and 


the Executive 


past vear. 


TOMPSON IN SALES WORK 


GUY A. 


the Empire 
ville, Oklahoma, 
become general 


the Taubman Supply 


at Tulsa. 


president ot the Tulsa rE. A, Asso 
ciation and also served as N.A.P.A., 
Vice President 


The respect and good wishes of his 






Bristol, 


| JYomest ite 


Company 


Companies, 


In purchasing 


Mr 


a member 


Committee for the 


TOMPSON, for the past 


eighteen year's purchasing agent tor 


has resigned 


sales manager 


Mr. Tompson is a past 


District No. 





Te hnnessee, 


Sal Ss 


attar 
altel 


Bartles 


( ‘orporat ion 


fellow buyers was strikingly 

tested at the January 28th meeting 
of the Tulsa Association, which 
was designated as  ‘* Tompson 


Night.”’ 
* 


ANNIVERSARY 





FRED L. WOOD, Purehasing 
Agent of the U. S. Envelope Com 
pany, Springfield, Mass., and Mrs 
Wood celebrated their 55th wed 
ding anniversary on February 
22nd. Mr. Wood became associated 
with the Morgan Envelope Com 
pany in 1879, and worked succes 
sively in the shipping, produetion 
and sales departments. When this 
company was later merged in th 
l S. Envelope Company. 
Wood was named purchasing agent 
of the combined organization, a po 
sition in which he has served with 
distinguished success for more that 
35 years. 


* 


ARTICLE BY LaROWE 
H. K. LaROWE, Assistant Pur 


chasing Agent of the Dairymen’s 
League Cooperative Association, 
Ine., New York City, is the author 
of the featured article in the Janu 
ary number of Executives’ Servic 
Bulletin, issued by the Metropolitan 
Life Insurance Company. Mr. La 
Rowe discusses ‘* Modern Purchas- 
ing Management,’’ outlining the 
organization and methods used in 


his department. 
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“QUOTATION MARKS” 


- UR complex economic order 
is not an invention, but a 
growth, the outcome of 20,000 years 
of blind, groping evolution. It is 
the richest, most productive, and 
most equitable system in the his- 
tory of mankind. It is not perfect. 
It has not yet eliminated poverty, 
injustice, and hardship, but it has 
done more to eliminate these bur- 
dens in the last seventy-five years 
than has been done in all the pre- 
ceeding thousands of years of man’s 
The 


this system is capitalistic, industry 


life on earth. foundation of 
resting on the institutions of pri- 


vate property and = freedom of 
enterprise. ”’ 
—Dr. Neil Carothers 


Lehigh University 


ui . . 
F we are to be motivated pri- 


marily by the assumption that 
bigness must be penalized and _ re- 
stricted merely because of its size, 
broad and penetrating recovery will 
be impossible. Business profits can 
not be penalized. No obstructions 
or deterrents must be permanently 
set up to prevent fair and reason- 
able profits. ’’ 

—Hon. Daniel C. Roper 


Secretary of Commerce 


“) IMITING 


and 


machine invention 


machine use would al- 


most inevitably return of 


drudgery, lack of 


mean 
invention, in- 
crease of obsolescence, and gradual 
lapse in machine skill in both de- 
sign and operation. Gradually, too, 
would come deterioration of beauti- 
ful machine goods which are just 
beginning to express the esthetic 
personalities of their makers as the 
best handmade goods do.’’ 
—Dr. L. M. Gilbreth 


Consulting Engineer 


“DISTRIBUTION changes are 

so rapid and so complex in 
‘amifications that 
executives cannot be fully aware of 


their business 
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through 
and in- 
terpreted on a nationwide basis. 


their significance except 


authentie data collected 
Neither national planning nor in- 
dividual planning is possible with- 
out such pertinent faets and com- 
parisons. ”’ 


—Virgil Reed 


SJureau of the Census 


“| is a matter of nationwide 
concern when a great industry 
is wasting itself in a competitive 
struggle that is helping no one. 
When directly 
traceable to State labor laws put 


this calamity is 
forward in the name of humanity, 
and to national legislation designed 
to benefit 
of the nation, a great national in- 


other eeconomie sections 


justice is proved, and its vietims 
-alling 
this injustice to the attention of the 


need not be apologetie in 


nation.’’ 
Gilbert H. Montague 


Attorney-at-Law, New York 


“RPYRODUCTION and the conduet 

of trade in this country and 
abroad require for their assurance 
that the value of the curreney of 
each country shall not widely flue- 
tuate in terms of other currencies. 
Such stability gives certainty to 
mutual safe- 
guard against large and disturbing 


commeree. It is a 


changes caused by monetary 
changes in other countries. It is 
a sign of the existence of balance 
in an international economic sys- 
tem, and it promotes that system to 


the mutual benefit of all.’’ 


Hlon. Cordell Hull 
Secretary of State 


4i ’ . 
Hk government never inter- 
feres with business until busi- 
ness creates the necessity.’”’ 
James A. Horton 
Chief Examiner 


Kederal Trade Commission 





WE MEAN JUST THAT! 


AND WE’RE 
TO PRO\ 


Profits are being made by shipping 
departments using Signode Steel 
Strapping, who thought that further 
economies in shipping and packing 
were impossible. Let us send a Sig- 
node Packing Engineer to check over 
your shipping problems with you 
and see if any ways of reducing 
shipping and packing costs can be 
discovered. 


TYPICAL SIGNODE- 
STRAPPED SHIPMENTS 






Fibre or corru- 
gated cartons 
can be Signode 
Steel - strapped 
and sealed. 


Automobile 

mufflers bun- 

died with Sig- 
node 
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Carload bulkbound with Signode Steel Strapping. 
While drums are shown, many other commodities 
may be also bulkbound. 


SIGNG 


STEEL STRAPPING CO. 7502.5; Westar 


371 FurmanSt., Brooklyn 454 BryantSt., SanFrancisco 
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WITH THE ASSOCIATIONS 


FEBRUARY 3 


Portland, Oregon — Oregon Association. Professor 
Morris, of the University of Oregon, gave the third of 
a series of lectures on economic problems. 


FEBRUARY 8 


Seattle — Midwinter dinner dance of the Washington 
Association, at the Washington Athletic Club. The 
Committee in Charge: Athol Baker, Chairman; 
Charles W. Gilpin; Maurice F. MeClare. 


FEBRUARY 10 


Houston — Inaugural dinner of the Houston Associa- 
tion. The new officers are: President, Paul H. 
Griner, of Oliver H. Van Horn Co.; Vice Presidents, 
O. D. Story, of Shell Petroleum Co., and Arthur H. 
Kreuger, of Temple Lumber Co. ; Secretary-Treasurer, 
J. R. MeClarty, of Texas Pipe & Supply Co. ; National 
Director, Harry Lingle, of Humble Pipe Line Co. 


Boston — New England Association, at Schrafft’s Res- 
taurant. Afternoon Conference, round table discus- 
sion of ‘‘Officee Procedure and Methods,’’ led by 
Everett E. Brainard, P. A. of Merrimac Chemieal 
Company. Dinner meeting: address on ‘‘Creative 
Purehasing’’ by E. H. Schell, Professor of Business 
Management, Massachusetts Institute of Technology. 


FEBRUARY 11 


Kenosha, Wisconsin — Milwaukee Association, at the 
plant of the Nash Motors Company. Afternoon trip 
of inspection through the Nash plant, followed by 
regular dinner meeting, featured by general discus- 
sion of the N.A.P.A. commodity survey and market 
trends. 


Tulsa — Tulsa Association. Speaker, M. E. Montrose, 
Mid-Continent Manager of Lane Wells Co., ‘‘Gun 
Perforation of Casing,’’ illustrated with motion pic- 
tures. 


Huntington, West Virginia— Tri-State Association 
(West Virginia, Kentucky, Ohio) at the Hotel Prich- 
ard. Inaugural Banquet of this recently organized 
group (See THE Executive PurcHaAseEr, October 1935 
issue) marking its affiliation with the National Asso- 
ciation of Purchasing Agents. . Presiding Officer: 
Arthur A. Meter, P. A. of The West Virginia Rail 
Company, Huntington, and President of the Associa- 
tion. Toastmaster: Harry Fenner, P. A. of The Cin- 
cinnati Shaper Company, N.A.P.A. Vice President 
for Distriet No. 6. Address of Welcome, by Walter 
N. Kirkman of Baltimore, Past President of the 
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N.A.P.A., and I. E. Walton, P. A. of the Heppenstall 
Company and National Director for the Pittsburgh 
district. Address by George A. Renard, Secretary of 
the N.A.P.A.: ‘‘From One P. A. to Another.”’ 


FEBRUARY 12 


Buffalo — Buffalo Association, at Hotel Statler. Sound- 
movie: ‘‘The Making of Stainless Steel — the Metal 


of 1000 Uses.’’ 


San Francisco Northern California Association, at 





Commercial Club. Speakers: Robert Peck of Braun- 
Knecht-Heimann Co., ‘‘Things about Chemieals”’ 
Frank H. Beckman, Business Counselor, ‘‘A Balines 


Cremation.’ 
FEBRUARY 13 


Chicago — Chicago Association, at Hotel Sherman. 
Speaker, Walter M. Sackett, Sales Manager of R. R. 


Donnelley & Sons Co., ‘‘The Purchase of Printing.” 


Los Angeles— New Members Night of Los Angeles 
Association at the Jonathan Club. President, Cliff 


Thorburn, P. 


A. of Pacifie Electric Railway Co., pre- 
siding. Address by Bruce Findlay of Los Angeles 
Chamber of Commerce, ‘* Lineoln Man of Destiny.” 
Commodity reports: Frank Anderson of Atias Brass 
‘Non-Ferrous Metals’’; Mel. C. Baker ot 


Featherstone’s, Ine., ‘‘ Automotive Equipment and 


Foundry, 


Supplies’; H. F. Rea of J. E. Electrical Suppl 


Corp., ‘* Eleetrical Supplies.’’ 


Seattle — Washington Association, at Olympic Hotel. 
Speakers: Prof. Joseph Demmery, University ot 
Washington, ‘‘Current Economie Problems’’; T. D. 
MeDonald, Traffic Representative of United Air Lines, 
‘*Progress in Air Travel’’; James Matthews, pilot, 
‘*Behind the Seenes of Air Transportation. ”’ Silas 
Rich, of the State Public Welfare Department, was 


eleeted to honorary membership. 


Springfield, Mass. — Western Massachusetts Association, 
at Worthy Hotel. Speakers: J. T. Phipps, P. A. of 
the Bullard Company, Bridgeport, Manager of the 
Industrial Exhibition sponsored by the association, to 
be held at the Springfield Municipal Auditorium, 
March 5-7; Stuart F. Heinritz, Editor of Tare Execv- 
TIVE PurcHASER, *‘ F.0.B.—The Filosofy of Buying.”’ 
Eleven new members were formally weleomed at this 


meeting. 
FEBRUARY 14 


San Francisco 





Joint luncheon of the Northern Cali- 
fornia P. A. Association and the Golden Gate Paint. 


Varnish & Laequer Association, at the Club Trouville. 
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FEBRUARY 18 
Pittsburgh — Pittsburgh Association, at William Penn 
Hotel. Joint meeting with the Pittsburgh Chapter of 
the National Association of Cost Accountants, the 
third meeting of this type to be held by the associa- 
tion. Topie: ‘‘Budget Control of Materials. Cost 
Accountants’ viewpoint presented by E. A. 
Auditor of the Koppers Company. 
viewpoint presented by Karl F. Westermann, P. A. 
of The Columbia Steel & Shafting Company. 


9 


Berry, 
Purchasing Agents’ 


New York — New York Association, at Builders’ Ex- 
change Club. Speakers: George W. Shannon, Gen- 
eral Traffie Manager of Otis Elevator Company, on 
“The Traffie Department and Its Relation to Pur- 
chasing’’; Dr. William F. Durand, Professor Emeri- 
tus of Mechanical Engineering, Stanford University, 
on ‘‘Our Vast National Projects.’’ Motion Picture, 
‘‘Construetion Methods on the Boulder Dam.’’ 


Akron — Akron Association, at the University Club. 
Motion picture showing work at the Boulder Dam 
, presented through courtesy of the Babcock 


talk by G. E. 


project 
& Wileox Company, 
Gronemeyer. 


with explanatory 


St. Louis — St. Louis Association, at the York Hotel. 
Speaker, J. H. Kinealy, ‘‘Contracts.’’ 


FEBRUARY 19 


Boston — New England Association, visit to the plant 
of the Boston Herald Traveler Corp. 


FEBRUARY 20 


Cleveland — Cleveland Association, at Hotel Cleveland, 
Rose Room. Annual ‘* Presidents Night’ 
tended by all aetive past presidents of the association, 
including two — F. L. Kulow and A. G. Hoperaft - 

who have also served as President of the National 
Association, 


’ meeting, at- 


The program was featured by five-minute 
addresses by the guests of honor. 


FEBRUARY 24 


Providence — Rhode Island Association, at the Turks 
Head Club. Speaker: F. G. Space, Purchasing Agent 
of Seymour Mfg. Co., ‘‘What Management Expects 
of the Purchasing Department.’’ 
bate between teams representing Brown University 
and Rhode Island State University, on the, question : 
‘Resolved, that the Courts of the United States should 
be required to enforce all laws declared unconstitu- 
tional by the Federal Courts, provided they are re- 
passed by a two-thirds vote in each House of Con- 


>] 


Intercollegiate de- 


Tess, 
FEBRUARY 25 

Syracuse, N. Y. — Association of Syracuse and Central 

New York, at Slocum Hall, Syracuse University. Dis- 

cussion of market conditions and commodity trends, 

led by Messrs. Delavan and Van Order. 
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THE WORLD’S WHITEST BOND PAPER 
ASSURES A PLEASING IMPRESSION 


Many times this question has arisen,’’ What makes Howard 


Bond so white?” The answer is quite simple. The makers 
of Howard Bond turned to nature — the same nature that 
“painted”’ this beautiful landscape symphony in white. 
Pure subterranean lake water hidden beneath the Howard 
the eyes furnishes an endless supply of the purest and 

st of paper making water. This accounts more than any- 
thing else for Howard Bond's unmatched white color — as 
well as for its exceptional strength, uniformity, cleanliness 
and smooth surface. Try Howard Bond. You will find it 
moderately priced and economical to use. Available in 
14 pleasing colors—six finishes—with envelopes to match 


eIABO BOjy, 


“THE NATION'S BUSINESS NWN 
Compare it! Tear it! Test it! And you will “® 


THE HOWARD PAPER COMPANY, URBANA, OHIO ™ 


Send me the new Howard Portfolio. 
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PRES TO! and your orders 


reach any point in the U. S. 


overnight by 


AIR EXPRESS 


Wipe out the handicap of time and distance by Air 
Express. Order by wire or phone today, and even 
though your shipments may have a 2,500-mile trip to 
make, Air Express will bring them to you overnight. 


ADVANTAGES OF NEW NATION-WIDE 
AIR EXPRESS 


* Prompt pick-up and special press offices throughout the 
delivery of shipments at no country. 
extra charge door-to-door— * Deliveries up to 2,500 miles 
between 215 cities in the overnight — coast-to-coast — 
U. S. and Canada and to 32 border-to-border. 
foreign countries. * Low, economical rates. 

* Fast, co-ordinated service * Night and day service. 
between swift trains and * Shipments accepted pre- 
planes now extends Air Ex- paid, collect, or C.O.D. 
press speed to 23,000 Ex- Prompt remittances. 


Merely telephone any Railway Express office for 
prompt service or information. 


AIR EXPRESS 


DIVISION OF 


EXPRESS AGENCY 


Y a 
CLEANING TODAY 


is a science! 


Cleaning today involves intensive study of 
the work to be cleaned, oil, grease, dirt to 
be removed, production operations pre 
ceding and following cleaning, a knowledge 
of the correct cleaning materials and 
methods to be applied, a solution strength, 
proper cleaning temperature and a dozen 
more factors, each important and each in 
fluencing the procedure to be followed in 
obtaining economical, satisfactory, quality 
results. 


RAILWAY 














Let our 27 years’ successful and practical 

experience be of real service to you as it 

is now to thousands of other concerns. 
Won't you write us today ? 


OAKITE PRODUCTS, INC 
54 Thames Street, New York 








CLEANING MATERIALS & METHODS 


Agents. General 


New Haven — Connecticut Association, at New Haven 


Lawn Club. Speaker, Stuart F. Hemritz, Edit 
fue Executive PurcHasrer, ‘‘What is this 0 
ealled Purechasing?’’ Talking picture, **‘The M 
spring,’’ presented through the COUrTtess of Wallac 


Tulsa — Closed meeting of the Tulsa Association, <e- 


ted to a discussion of purchasing department pro 


FEBRUARY 26 


Rochester — First annual Executives Night meet 


he Rochester Association, at the Rochester Club 
Speaker, George A. Renard, N.A.P.A. Secretary, ** The 
-urchasing Agent in Industryv.’” Past presidents of 


he association were honor guests at the meeting 


FEBRUARY 27 
Seattle — Luncheon meeting and plant visit of the 
Washington Association, 2t the W. P. Fuller & Com 


MARCH 5-6-7 


Los Angeles— Annual convention of the California 


State, County & Municipal Purchasing Agents Asso- 
ciation, at the Bellevue Hotel. Officers of the Asso 


elation: Preside nt, Bs. dé. Plato of City ot Sacramento: 
Vice President, John L. Stewart of Santa Barbara 
(oul by; Necretary-Treasure F Charles Christopher 

Sa} Dieg County. Convention Chairman, Grant 


(roodat ol Los Angeles. 


Springfield, Mass. — Industrial Exhibition sponsored 
by Western Massachusetts Association, at the Municipa 
\uditoriun 

MARCH 11-12 


Philadelphia — Exhibit ot 


industrial Products 
Office Equipment, sponsored by Philadelphia Associa- 


tion, at the Ball Room, Penn Athletie Club. Lunelh 


Wednesday noon. Speaker: L. F. Boffey 
rmerly N.A.PLA. Secretary and editor of The P 
Liye ‘Caveat Emptor.’’ Dinner meeting 
si enil Speaker: Dr. F. Cyril James 
Professor o Kina ce, Wharton School. | hiversit 
Pennsvlvani: : axes and the Publie Debt.’ 


MARCH 12 


Detroit — ** Purchasing Agents Day’ at the Detroit 
and Michigan Exposition (Mareh 6-15) at Convention 
Hall. Evening meeting in the Auditorium, Rav J 


M: uer ol Detroit Lubrieator Company and Presider 


‘ 


Detroit P. A. Association presiding. Speaker, Cit 


eA 


Pray ahye + } ‘ ** = . ] 
Purchasing Agent John J. Gorman, ** Municipal Pw 


MAY 25-28 
New Orleans — Twenty-first annual Convention and 
Informashow of the National Association of Purchasing 
sessions, group and committee meet 
Ings. General convention chairman, R. J. Preis. Con- 


vention headquarters at the Roosevelt Hotel. 
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i R. J. PRIES 

» 

f LANS for New Orleans Con- 
vention of the N. A. P. A. are 
» now well under way, with a fully 
organized committee actively at 


3 la 


work, general program outlines de- 
fined, and loeal committees in each 
association group throughout the 
eountry making arrangements for 
attend- 


large and representative 


anee. 


RIAs rea no 


The General Convention Commit 


i tee 








all being members of the New 
i Orleans Association with the excep- 
: tion of Program Chairman Walter 
4 M. Kirkman—is as follows: 
4 General Chairman, R. J. Pries of 
: Whitney National Bank. 
View Chairman, Rene H. Garrot 
: of United Fruit Company. 
ep Treasurer, Austin  Lettwieh of 
| Tropical Printing Company. 
2 Purchasing Agent, W. N. Cot- 
trell of Standard Oil Company of 
: Louisiana. 
® 
is Secretary, C. J. Alexander of 
e Shell Petroleum Corporation. 
4 Entertainment (General), Frank 
i; J. Basile of National Bank of Com- 


merece; (Ladies) Henry C. Drey- 
tus of Neptune Supply Company. 

Golf, Frank Dameron of Damer- 
on-Pierson Company. 

Hotels, Lewis A. Stein of Stand- 
ard Fruit & Steamship Company. 

Inform-a-show, J. M. Kinabrew 
of Standard Supply & Hardware 
Company. 

Plant W. Griffith 


of J. J. Clarke & Company, Ine. 


Visitation, T. 
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COMMITTEE 


Publicity, Theo. H. Harvey of 





RENE GARROT 


Program, Walter N. Kirkman of 
Marvland State Department of 
Health, Baltimore, Md. 
Arthur J. 
Madison Lumber Company. 


Reception, Haas of 


‘ 


Registration, Ed. C. Seghers of 
Gulf Refining Company. 
Walter B. 

Tarpaulin Company. 


John <A, 
vand ot A. Marx & Sons, Ine. 


Nervice, Kagan of 
Brook 

Transportation, Wel- 

The convention dates, May 25-28, 
have been well chosen with a view 
to the convenience of those dele- 
gates who may wish to attend the 
International Oil Show, which 
takes place at Tulsa the preceding 
week, or the Texas Centennial Cele- 
bration, which opens in Dallas and 
Houston the week following the 
N. A. P. A. New Or- 


leans is accessible by boat, train, 


meetings. 


ear and air, and judging from the 


plans now under diseussion in 
many of the member associations, 
all of these varied facilities will be 
utilized when purchasing men fore- 
gather at the southern metropolis 
in May. 


ELKINTON IS ELECTED 

HOWARD W. ELKINTON of the 
Philadelphia 
President of the Philadelphia Pur- 


QJuartz Company, 


chasing Agents Association, was 
elected to membership on the Com- 
mittee on Seienee and the Arts of 
The Franklin Institute, for a three 
vear term, at the recent organiza- 


tion meeting of the Directors. 











Two views of the enormous Col 


Your Money Wil! 


BUY MORE HERE! 
W.:: wish all who are int 


the value and performance 
bons and carbons could 
the Columbia stockroom irtial 
views of which are show! 
**Going through,’’ on or 

see shipments destined t 
names are outstanding 
business and industry. 
orders for Pinnacle Ribb 
bons which sell in treme 

for conventional typing 

as well as orders fo: Sp 
dise: inked ribbons ot 

and widths, carbons 


rolls for all types of ad 
tabulating 


business machines; gelat 


bookkeeping, 


inks for duplicating mac 
would find, without questi 
of items which would 
performance and cut thi 
bons, e¢arbons and allied 
your own particular requ 
If unable to visit the ¢ 
room, a ‘‘trip’’ throug 
hensive Columbia catalog 
eonvincing. Write fo 
today —tell us you 
ask for our suggestions 
the performance of vo 
bons and carbons. Yo 
tied by the scope and pr 


Columbia Ribbons and ¢ 


P.S. Talk it over with us at 
New Orleans 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 
Main Office and Factory 
Glen Cove’ L.I., New York 
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New York, Chicago, Philadelphia, Pittsburgh, 
Cincinnati, Nashville, New Orleans, Kansas 
Citv, Milwaukee, Minneapolis, Toronto, Can. 
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MEN, MONEY AND MOLECULES 


ehemistry in the 
William Haynes, Publisher of Chemical 
Industries. 
Doran & Co., New York. 


illustrations. 


industrial 


States. By 


years of 
United 


hundred 


Published by Doubleday, 
1s6 pages, with 


Price $1.50. 








Technical and economic background 


of an industry that is destined to 


play an increasingly important part 


in our national development and our 


international commercial relations. 


|" is three hundred years since 
the chemical industry came to 
America with the establishment of 
John Winthrop’s modest plant at 
Boston in 1635 for the manufacture 
of saltpeter, alum and gunpowder. 
This anniversary is the occasion for 
a most interesting and illuminating 
survey of the industry, now grown 
to huge proportions and impor- 
tance in our national life, by a man 
eminently qualified te speak with 
authority and from experience on 
the technieal, and 
this develop- 


commercial 
economie phase of 
ment. 

The chemical 
knowledge are ancient and obscure, 


beginnings’ of 


having a foundation in a few ele- 
mentary operations ‘‘discovered by 
a long series of happy accidents, 
tested by trial and error, applied 
by rule of thumb.’’ Today that 
knowledge has been expanded and 
applied with scientifie precision to 
become the basis of vast industrial 
operations involving millions of dol- 
lars and millions of tons of ma- 
terials, serving thousands of useful 
purposes, removing the bugaboo of 
exhausted natural resources, gear- 
ing up the material world to cope 
with the complexity and the ac- 
celerating tempo of modern living. 

Viewing the progress of civiliza- 
tion as the story of mankind’s util- 
ization of the products of nature, 


Pace 30 


chemical industry 


represents a 
third step of progress. The first 
stage was for man to take what 
could be found, as he found it, and 
The 


involved the use of 


put it to a use of his own. 
second stage 
tools to hew or fashion or combine 
these raw materials into some more 
convenient and useful form. This, 
with the later application of power 
and ingenious mechanical devices, 
was the foundation of the manu- 
facturing and machine age. The 
third step was to change the es 
sential nature of the materials by 
processing, tearing apart or put- 
ting together different elements, 
resulting in new substances, prod 
ucts better suited for his uses. 
The development of mechanical 


and chemical 


processes has of 
course been coneurrent, each sup- 
plementing the other, but up to re- 
cent years the chemical phase | 
lagged considerably behind and } 

T 


1as 
las 
he 


most part, by necessities growing 


in fact been prompted, for 


out of mechanical advances. As, 
for example, the necessity of find- 
ing a bleaching process sufficiently 
rapid and on a scale to match the 
tremendous increase in cloth pro- 
duction following the introduction 
of the power loom. 

But this relationship is even now 
undergoing a basic change. Mr. 
Haynes visions the industrial world 


of today as going through a transi- 
tional period between two oreat 
technical epochs comparable to the 
transition from the Stone Age to 
the Bronze Age. We are passing 


out of the Age of Coal and Iron 
(to eite the 
power and the dominant material 


into the Age of 


dominant source of 
Electricity and 
Syntheties. And iron itself, with 
the development of alloys and 
and the 
modern 


treating methods whole 


advaneed art of metal. 
lurgy, is striking evidence of this 
change. There are many other ex- 
amples to be found in such pro- 
ducts as rayon, Duprene, lacquers, 
plasties, hydrogenated oils, and the 
like. 

All of 


story, well worth the reading for 


this makes a fascinating 


its interest value alone. But to 
those readers who are still wrest- 
ling with doubts as to the future 
course of our national economy and 
are looking for examples that may 
shed some light on the perplexing 
control, 


theories of industrial 


limited production, technological 
unemployment, price recovery, buy- 
ing power and all the other related 
and contradictory factors that have 
plagued us for these many years, 
there is an even deeper significance 
in this story of the chemical in- 
dustry. 
Chemical progress has been a 
process ot successive substitution 
and contrary to the generally un- 
favorable connotation of that word, 
it has been the substitution of bet- 
ter products and methods for the 
traditional materials, and at lower 
cost. Industrially speaking, that 
is a ruthless system, strewing the 
path of development with whole in- 
dustries outmoded, obsolete and 
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idle in the name of progress. But 
in the history of the chemical in- 
dustry such upheavals have out- 
lived the first tragie shock and have 
emerged ultimately better off in 
every facing and aec- 
cepting the fact, rather than strug- 
cling to maintain and perpetuate 
a situation that had been proved 
basically uneconomic. The profit 
record of the industry, even in dif- 
ficult times, has been outstandingly 
attractive. 


sense for 


It has been a record of drastic 
cost and price reduction through 
technical advance. But the result- 
ant expansion of production and 
use has compensated the industry 
handsomely. Several such examples 
are cited in this little book. There 
is, for instance, Tennant’s pro- 
duction of bleaching powder, with 
an output of 52 tons in 1800, at 
$700 a ton. Twenty-five 
later the price had dropped to $135 
per ton, but output was up to 
910 tons. In 1870, the price was 
down to $42.50, and output up to 
9,251. Today the original use of 
that product has waned as the 
bleaching is done by chlorine direct. 
Take a more recent example— 
synthetic ammonia, a development 
hastened during the war days to 


years 


escape the Chilean nitrate mo- 
nopoly. Revolutionizing the in- 


dustry to the extent of grave 
political crises in South America, 
as recently as 1926 this develop- 
ment caused a dramatic price slash 
from 30 to 15 cents a pound, with 
the immediate result of halving a 
gross dollar-volume busines of seven 
and a half millions a year. But 
the ultimate result was a wide ex- 
tension of the uses of ammonia. 
And though the price eventually 
settled third of the 
earlier consumption quad- 
rupled, dollar volume was actual- 
ly up, and again a reference to the 
manufacturers’ balance sheets 
shows no eatastrophie results. Mr. 
Ford and the low-priced automo- 
bile are not the only successful ex- 
ponents of the Brookings economic 
plan, and the potentialities of 
chemical seience as compared to 


down to a 
level, 
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prospects of further efficiency in 
mechanization indicate that we may 
look to the chemical industries for 
a large share of future development 
along this line. 

Mr. Haynes looks forward with 
confidence to of research 
activity and chemical development 
of unprecedented vigor and 
tempo. The fact that progress is 
even swift that in some 
fields it has been literally impos- 
sible to erect a new plant that is 
not obsolete in some detail before 
it can be put into operation—this 


an era 


now so 


indication of even 
greater speed and accomplishment 
to come. And the results—cheaper 
But this 
For 
the historical review demonstrates 
that it also means more work, new 
wealth, conservation of resources, 
economic broader 
distribution of purchasing power, 
and a vastly increased market for 
all chemicals. 


is but an 


products, more products. 
prospect does not alarm him. 


independence, 


There’s a lot more packed into 
the pages of this little volume that 
will be of aid in gaining a more 
intelligent insight into and outlook 
upon this important industry, ma- 
terial of practical interest to every 
buyer of chemical produets. And 
if Mr. Haynes’ predictions as to 
the ramifications of chemical prog- 
ress are sound, that means pretty 
nearly all buyers. 


HUDSON MOTORS PICKS 
PURCHASING MAN 


ABRAHAM EDWARD BARIT, 
recently elected to the presidency 
of the Hudson Motor Car Company 
to sueceed the late Roy D. Chapin, 
joined that organization in 1909 as 
a member of the purchasing staff. 
His advancement has been deserv- 
edly steady and rapid, and at the 
time of his recent appointment he 
was serving the company in the 
capacity of vice president, treasurer 
and general manager. Mr. Barit 
is deseribed by his associates as 
‘‘the kind of man who makes the 
wheels go around.’’ 
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For almost 100 years this watermark 
has been a guarantee of permanence, 
utmost durability, absolute security, 
correct form and genuine economy, 
in record and correspondence papers. 
Always specify an L. L. Brown Paper 
for your records and stationery. Your 
printer will gladly submit samples, 
or write to the L. L. BRown PAPER 
Company, Adams, Massachusetts. 


L.L.BROWN 
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THE SEAL OF 
CONFIDENCE 





@ Membership in the Controlled 
Circulation Audit, 
symbol appears on the title page 


Inc., whose 
of this publication, is a guarantee 
of good faith. 

@ We believe that buyers of ad- 
vertising are good purchasing 
executives. We do not ask them 
to accept unverified claims of cir- 
culation and coverage. Our state- 
ments are supported by an expert 
independent audit as to the 
quantity and quality of our 

reader field. 
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TROPHIES 


@ L. &C. Mayers Company has long 
been a recognized headquarters for 
Trophies for all purposes. 
Trophies supplied by us have been 
awarded to winners of important 
events the country over. 


We also maintain an engraving de- 
partment of unsurpassed skill and 
artistry — well represented in the 
flight of wild waterfowl depicted 
on the trophy illustrated. 

This trophy is one of a large group 
recently finished for this national 
organization, whose requirements, 
with those of many others, we have 
supplied for years. 

When interested in Trophies, con- 
sult our Contest Department. 





L.&EC. MAYERS CO. 


“545 FIFTH AVENUE. 
NEW YORK 
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age, shocks and jars; more speed, load 


eapacity, and loads per day. 
* 


‘*\ Case of Good Business’’ is a new 
and novel portfolio devoted to the use 
of gummed papers in merchandising and 
advertising campaigns, showing the pos- 
sibilities of idea-producing sales helps and 
other applications that may be achieved 
through the use of gummed papers that 
really lie flat and can be handled with 
ease, It is issued, free of charge, by the 
Mid-States Gummed Paper Co., 2455 8. 


Damen Avenue, Chicago. 
* 


Precision Seientifie Company, 1749 N. 
Springtield Avenue, Chicago, has just is 
sued Catalog 160, an SO-page book covet 
ing apparatus for testing petroleum prod 
ucts. It contains detailed specifications 
and references to governing standards, 
particularly those of the A.S.T.M., and 
has a reference index indieating at a 
glance the apparatus necessary for each 
AWS.T.M. designation. It is compiled and 
arranged for speed and convenience of 
use, and has supplementary information 
on general utility apparatus such as 
burners, heaters, hot plates, stirrers, ete., 
and shows multiple set-ups of apparatus 
for running identical tests in” large 


volume. 


* 


L.S.T.M. Tentative Standards, 1955 
edition, contains 290 tentative standards, 
including specifications, methods of test, 
and detinitions of terms, embodying the 
latest thoughts and practices in the in 
dustrial field. 75 of these are included 
for the first time, and 65 whieh were 
revised during the past vear are given 
in their latest approved form, The gen 
eral classifieation by material groups 
shows 48 standards in the ferrous metals 
group; $2 in non-ferrous metals; 54 in 
cementitious, ceramic, conerete, and ma 
sonry materials; 27 in paints, varnishes, 
lacquers, waterproofing and roofing ma 
terials; 17 in petroleum products and 
lubricants; 41 in road materials; 49 in 
rubber products, textile materials, and 
eleetric insulating materials; and 22. in 
miscellaneous materials and general 
methods. The book eontains 1500 pages, 
thoroughly indexed, and ean be obtained 
from American Society for Testing Ma 
terials, 260 South Broad Street, Phila 
delphia, at $8.00 for the cloth bound 


edition, o1 S7.00 with heavy paper cover. 
* 

\ 4-page folder issued by Chain Belt 

Company, Milwaukee, deseribes and illus 


trates . WwW } PF 
rat ®% new non-clogging nozzle for 


“praying, washing and cleaning opera 
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The Wiping Cloths 
contained in this bale or 
package have been produced 
and packed according to 
specifications of the 
Sanitary Institute 
of America. 


DEMAND THIS LABEL 


on every bale of wiping cloths you buy 


The specifications of products of members of 
The Sanitary Institute of America cover not only 
sterilization, but also size, texture and color of 
each recognized grade of wiping cloths. The 
Label is your assurance of safety. It's good 
business to buy from an Institute Member. 





This Advertisement sponsored by the follov. .g Companies 





BROOKLYN . American Sanitery Reg Co. . 600 Degraw St., Tel. South 8-6064 
BROOKLYN . Delia Waste Products Corp. . 1557-61 Dean St., President 3-7300 
CHICAGO, American Sanitary Reg Co., 1001-15 W. North Ave., Mohawk 1530-1-2 
CHICAGO . Cook &Riley,Inc. . 411 South Sengemon St., Monroe 4820 
CLEVELAND . Manufacturers Supply Co. . 3528 East 76th St., Michigan 7200 
PITTSBURGH . Armstrong Sanitary Wipers Co. . 916 Forbes St., Atlentic 8250 
PLAINVILLE, CONN. . R.A. Mont & Company,inc. . Tel. Plainville 499 
ST.LOUIS . Wiping Materials, inc. . 2000-28 N. Main St., Central 9535 
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LL TLS TERE 
tions in a wide range of industries. A t-page folder, 11x17 
specially designed throat aperture and terial deseribed is a pur 
curved spreader blade transform the adulterated with solvents 
water flow into a hard hitting sheet and sludge, or foreign matte 
eliminate the possibility of clogging. form by equalizing specific 
* spinning with a portion of 
The All-Steel-Equip Company, Aurora, of this material used wit 
Illinois, has just published a new eatalog cotton fabric are most 
presenting a new and redesigned line of 
locker equipment. The catalog contains i 
16 pages and is printed in three eolors, The Angell Nail & Chay 
listing all standard styles and sizes. 180 East 71st Street, | 
+ nouneces a new illustrated cat: 
A new idea in roof maintenance is of all types, with valuabl 
presented by the Flexrock Company, 800 information on common det 
North Delaware Ave., Philadelphia, in a ete. 44 pages, pocket siz 
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NEW PRODUCTS & IDEAS 


run in ball bearings which give maximum torque to the eel, 
The gears are cut of alloy steel and are heat treated. The de 
sion is such that the motor can be inspected while running by 
merely removing the two brush covers, and the entire machine 
ean readily be taken apart for inspection and cleaning. The 


PERSONAL side handle ean be used on either side of the machine to ae. 


commodate the operator. Standard equipment includes a 7 


EXECUTIVE ineh flexible rubber pad, 7-ineh felt pad, and 8-ineh sheey 
FILE | | See coupon below 


MACHINE 
LAMP 





No. 181 


DESK high filing cabinet for personal papers and for 
material that must be kept instantly available at the 
executive’s finger tips. This unit is compact, flexible and con- 
venient, and is featured by an automatic device by which the 
drawer front tilts forward and the follower guide tilts back 


ward as the drawer is released, permitting the contents to open 





No. 183 


bookwise from their normal vertical position, resulting in a 

9-inch V-shaped working space and adding to the ease of filing 

and finding. — directed local illumination of high intensity and 
a uniformity, but free from glare, is an aid to rapid and 
See coupon below 


efficient operation and a safeguard against spoilage and acci 


dents. Such illumination is provided by this lamp, consisting 


a bracket of steel tubing, equipped with ball and _ socket 


joints and a glareless refleetor shade. It ec: be attached t 
PORTABLE ai 1 A lade in i i 


achine, wall, or table, and the operator can make instant 
POLISHER adjustments as simply as pointing his finger. Furnished i 
two models single and double arm. Adaptable for machine, 

assembly and inspection operations. 


No. 182 





See coupon at left 

EATURES of this new electric polisher are its light weight, 
perfect balance, and ease of handling. Equipped with a 
sturdy and powerful motor, both the armature and the spindle 


THE EXECUTIVE PURCHASER 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 


MIO OOO 





No. 184 


Name SPE en eae ee Oe ee eo en ee ee FEATHERWEIGHT FOUNDRY FLASK 
HIS new foundry flask is made of magnesium alloy, 30% 
Company iaakee arate Wb ake ee ae ee ee eater Sale es lighter than aluminum but possessing great tensile and bend 
ing strength. It is designed with ribbed side walls and riveted 
Address ECE. ee RT AE CL Eee ‘ corner construction, virtually eliminating the possibility of dis- 
: tortion or coming out of square. The patented pin pad permits 
City i a A aad eh Se aM State cee er ee eee the use of any standard pin and does not require any altera 
tion of moulding machines, match plates, ete. With a maximum 


Pace 34 
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taper of 5%, the flask allows for easy stripping by means of 
a sand strip that protrudes an equal distance completely around 














the flask, providing a firm support for sand in the cope. The 


sand strip is cadmium plated, eliminating rusting and sticking. 


See coupon page 84 
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PORTABLE 
HUMIDIFIER 








No. 185 


— J 





A NEW appliance in the air-conditioning field is this portable 
electric humidifier designed to provide filtered, washed, 
humidified and circulated air without special engineering and 
installation expense. Its operation is entriely independent of 
room heat, having a self-contained electric heating element 
which vaporizes the water. Air is drawn through a filter, mixed 
and washed in a vapor filled housing, and circulated by means 
of a fan. Compact (12 inch diameter, 30 inches high) and 
light (25 pounds), it is readily portable and can be attached 
. outlet. 


lons. 114 pints of water are evaporated and circulated per 


to any 110 volt, 60 eyele a.c Tank capacity: 1% gal- 


hour. 


See coupon page 34 


COMPARATOR 
MICROSCOPE 





His microscope is especially adapted to industrial use, com- 
bining rugged construction features with extreme accuracy 
and ¢use of reading. It is useful for the measurement of small 
Points on tools, dies and finished products and for inspection 
and 
tlons 


‘heeking purchased articles against the required specifica 


rhe instrument consists of a 60-power microscope with 
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Vy 
JZ, NUIRE FORMS 


The Wallace Barnes Co. 


SPRINGMAKERS FOR 


BRISTOL, CONN 


MORE THAN THREE GENERA 











ALLIGATOR 


TRADE MARK REC. U.S. PAT OFFICE 


BELT ‘CU Eis 


You simply PUSH 
through the belt. Mak 
Square cut of any b 
metal stitched) up to 8 
Combined guard and h 
clamp holds belt im: 
Knife will make several! 
cuts and is readily re] 
Used as illustrated or hor 
Weight 4 lbs. and 3 ozs. 1 
through your distributor. 


















Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 


4697 Lexington Street, Chica; 
In Engiand at 135 Finsbury Pavement, Lond 


U.S. PAT 
1,992,600 
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Rubber Gloves 

Body Boots and Waders 
Rubber Suits 
Electricians Blankets 
Real Creamery Hose 
Fire Extinguishers 


Rubber Aprons 


and TOMORROH 


HEADQUARTERS 


FOR 


PECIAL 


ARTICLES 


such as 


Asbestos Mittens 

Rubber Acid Buckets 
Chemical Charges 

Rubber Boots 

Rubberized Cotton Gloves 
Rubber Tubing 

Hog Beater Belts 








Oiled Clothing Leather Soled Boots 
Plating Racks Rubber Covered 


Shipments promised absolutely the same 


day order is received. . . Please try us! 


M.L. SNYDER & SON 


THIRD AND CHERRY STS. - PHILADELPHIA 
FACTORIES ... St. Louis . . . Philadelphia .. . Seattle 
OTHER BRANCHES: Los Angeles, Seattle, San Francisco 











BUCKEYE PRODUCTS 











THE 
LEADERS 
OF 
INDUSTRY 
BUY 
OF US 


e 
We solicit 


your 
Inquiries 





Telephone No. 
Michigan 6535 


THE BUCKEYE FORGING CO. 


10003 Harvard Avenue -- Cleveland, Ohio 
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HIGH 
SPEED 
LABEL 
PASTER 


No. 187 


AIR ELIMI- 
NATOR 
FOR 

STEAM 
TRAPS 


No. 188 


PPLICATION yellccatiesccorngdbnsieg ostatic 


al i 
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micrometet 





d bucket trap; ai 


earriage having a trave 


l inch in the other. Me; 


that measurements ea 


ovabl 


ed so 


direction 


Measurements in one 
dial, eali 
ther direction, they are reat 


inch. The frame : 


brated in tl 


eling machine handles a 





bodies an improved applicat 
omatie adjustment to contr th 
of glue coating. There ar 
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arive carrving 
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dise in plac 


thermal strip makes for instant and positi' 


ation of entrained air from 


increasing the efficiency of the syst 
Instant heat. In the eold position, tl 
m three large auxiliary ports 


ean then 


MASS 
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nge through the trap. The eliminator remains in this wide open 
Calls 0 position until the critical temperature (live steam) is reached, 
when it snaps abruptly to the closed position, tightly covering 
the ports and permitting the trap to operate normally. The 
eliminator is always either wide open for discharging air, 01 
tightly shut. Thus there is no delay due to premature closing, 


and no steam loss due to slow closing. 


See coupon page 84 


MULTIPLE 
TYPER 





No. 189 


APID and economical production of personal letters in large 

or small quantities can be achieved by this recently de 
veloped Inachine, which turns out originally typed letters on a 
standard typewriter at three times the speed of an expert 
typist, ersonalized with name, address, salutation and changes 
in the body of the letter. Perforated paper record rolls similat 
to those jof a player piano are cut on a simple machine operated 
from a typewriter keyboard, and are subsequently used to con 
trol the) production operation on the vacuum principle, this 
control including such features as carriage return, rewinding, 
repeat, kkip-paragraph, ete. The device is applicable to any 
standard model typewriter, including noiseless machines, with 
out altebation. One operator ean handle four machines. Power 
is supplied by a 1/12 h.p. motor, consuming about as much 
eurrent ‘as a 100-watt bulb. 


See coupon page 54 


DIELECTRIC 
TESTER 





No. 190 





A COMPACT and portable unit designed on a different prin 


rae 


a 
: 
S 


*HASER 
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ciple than the usual insulation testers in use. The primary 


elreuit is plugged into a 110-volt 60-evyele convenience outlet, 






















A Grade and Color for 
Every Tag Purpose... 


If your Shipping Room, 
Advertising Department, 
Production Department, or 
Stock Room uses tags . . . 
CAMPBELL makes them. 


Write tor our sample tag 
portfolio No. 24... or let 
us quote you on your re- 
quirements ! 


Folding Boxes 


Get our estimates on your printed 
folding boxes, display cards, and 
paper gaskets. Forty-two years ex- 
perience behind our products. 


























EVERYTHING you need 
IN SAFETY EQUIPMENT 


from one source... PULMOSAN! 








SIMPLIFY your purchasing. Saving 
time and money by buying all your safety 
needs from the Pulmosan Catalog. Every item 
is proven, tested and built for long servic 
Here’s a partial list: 


Respirators 

Goggles 

Hoods, Helmets 

Masks Machine Guards 

First Aid Safety Bulletins 
and hundreds more ! 


Safety Ladders 
Safety Clothing 
Safety Tools 


@ WRITE for your free copy of new, 
big Pulmosan Safety Catalog. 


PULMOSAN SAFETY EQUIP. CORP. 


Dept. P 176 Johnson St., Brooklyn, N. Y 

















PEALE S 


mols 
INDUSTRIES’ 
EVERY NEED 


THE KRON co. 


BRIDGEPORT, CONN. 











Unbreakable Steel Body 





Alloy 













GUARANTEED 
UNBREAKABLE 


M A RVE L : : Patented 
High Speed 


High-Speed-Edge Electric 
Steel Teeth ‘ 

Hack Saw Blades Weld 
Box for Box MARVEL BLADES will out-cut and outlast all others 


for these patented blades combine the best features of all other types, 
still share the weaknesses of none—have the fast-cutting, long- lasting 
quality of Genuine High-Speed Steel and at the same time are shatter 
proof, are GUARANTEED NOT TO BREAK. For use on all hack 
saw machines. They cost no more than “ordinary” high speed blades. 
Writ “The 
jo Armstrong-Blum Mfg. Co. Beck Sew 
Cireular 360 N. Francisco Ave., Chicago, Ill., U.S. A. 


Genuine 
18‘, 
Tungsten 





People”’ 














from our 
MAIL BAG 


‘THE EXECUTIVE PURCHASER is broad in scope, abreast 


of the times, and carries helpful information arranged 
so that it is easily accessible. ’’ 
Framingham, 


Mass., 


November 80, 1985 








Mr. Purchaser — 


how’s this for a hotel “buy”? 


Cleveland’s newest hotel. 


Every room an outside 
and shower. 


® Rates: $2.00 and $2.50. . . no higher! 
Three restaurants to satisfy your appetite 
... and your pocketbook as well. 


room with bath 


A few steps from every important location 
in downtown Cleveland. 


Cleveland’s 
Hotel Auditorium 


St. Clair Avenue at East Sixth Street 
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secondary connections being supplied with 4-foot high v 


eable leads, each equipped with test prong, permitting tl 
plication of standard test voltage of double the rated voltag 
plus 1000 to the appliance, device or equipment under test. It 
ot only indicates shorts, opens and grounds, but actually « 

its. The secondary test voltage is manually controlle 
t swit and a small ruby lamp acts as the indicator, 

o partial breakdown and going out on complete ik 
low) \ 100% leakage type transformer permits short « lit 


time without damage, and the current limit 


so eliminates burning of materials at point of breakdoy 


See coupon pade od 


SIGHT -LIGHT METER 





No. 191 


A COMPACT photoelectris illumination meter recently t 
wed is expected to add new impetus to the ** Better Light 
Better Sight’? movement by increnasing the simplicity 
tiveness of room illumination tests. The new nit is 
st-pocket size, yet covers a wider range of illumination 
sing scale than any previous type. As a result 
esigned instrument movement, illumination values as Q 
as 250 foot-candles are read directly from the seale 
. ltiplier disks or other accessories. Howe 
scale is so spaced that low illumination levels are fully 
egibly indieated. The seale is divided into five seein } 
8, Sel ff by ed divisions. In addition to brief 
a s thes Cs the dial itsel the back 
t Ss emi st metal plate iassitving s 
seeing tasks so completely that no ass ptions need | 
t] 
‘ coupon page ; 








No. 192 





HIS new torch 


s designed with a thumb control s 
SO desig ned and placed that the natu 


hand pressure of the operator at work 


valve in the handle, 


holds the valve at t 


open position for a welding flame, and the 


natural release 0! 


See coupon page P4 
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this pressure when the valve is idling reduces the flame to a 
mere pilot light, resulting in substantial saving of gas. Ad 
justing screws permit of making the desired ‘initial setting, 


after which no further attention is required. 


ENGRAVING EQUIPMENT 








No. 193 











ETAL surfaces, hard or soft, can be marked with a simple 
pentil action by means of this cleetrical device. The 
electrode has a reciprocating movement actuated by the flow 
of currert through an electro-magnet when the electrode makes 
contact with the work. The combination of electrical and 
mechanical action produces lines or serrations on the surface. 
The stardard model operates on 110 volt a.e., with a power 
consumpsion of about 75 watts. The entire outfit is housed 
ina Ox 8 inch steel carrying case, total weight 12 pounds. A 
dial switch provides a choice of 15 stages of current supply. 
Also furnished in a model for use with dry cells or storage 
battery. A power unit consisting of four standard No. 6 dry 


cells will furnish sufficient power to produce 500 five-lette 
words. 


Nee coupon pade 34 


OFFICE PARTITION 





a 











No. 194 





| STERCHANGEABLE units in widths ranging up to 42 


inches in 


t-inch multiples, make these office partitions 


readily edaptable to any requirement. Each unit is 3 inches 
in thickness and is so designed that it can be removed without 
disturbing adjacent panels. Construction is of two sheets of 
furniture steel formed at the edges and welded to an internal 
tore of insulating wallboard assembled on a steel frame. A 
cornice “uns continuously over the entire partition assembly, 
giving added rigidity. Raceways for wiring are provided in 
the corn.ce and base, eovered but accessible. Doors, glazing 
and trarsoms are also provided. The equipment is manufac 


tured in two standard heights. 


Nee coupon page 34 
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| WE CALL IT A “CATALOG” 


BUT 


he wiitel a Se 
roy ae | = — 
ae > @ m-1016) 4 





HIS interesting book shows, by actua 
photos and accurate diagran the 


different kinds of springs 
compression, torsion, etc.) and gives f ata 
on their characteristics and adaptal 
various types of service; also use 
tables, gauge tables and decimal equ 
There is a valuable section devot« 
machine parts as well. If you are 
with purchasing, this book should be 
desk. Sent free if requested on 1 


PECK SPRINGS 


AND SCREW MACHINE PARTS 


THE PECK SPRING CO. 10 Walnutst. PLAINVILLE. CONN 








The Sensational Game 
*-Monopoly~ 


$1.60 Net Cash—Postpaid 
Dept. E 
a 
MAY & MALONE. Ine. 


Temple Bar Bldg. CINCINNATI, OHLO 


Diamonds, Watches, Jewelry, Sporting Goods 











ALL CUTTING 
PURPOSES 


@ Paper 






Shears © 


all types 


@ Leather 







@® Agricultural Wood Working @ 
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| "WONDERFUL SERVICE” 
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AT THE DRAKE «ays MICHIGAN SS 





wont 
BEGIN AT 


THE NEW 26th EDITION OF 


THOMAS’ REGISTER 


OF AMERICAN MANUFACTURERS 


The foremost Directory of Manufacturers and Sources 
of Supply published in the United States is now 
completely revised for 1936 use and is ready for 
immediate distribution. 


SEND YOUR ORDER NOW 


FOR EARLY DELIVERY AND SECURE 
A FULL YEAR’S USE OF THIS BOOK 


If you are not familiar with Thomas’ Register, send coupon 
below for details of free examination. 


{ FREE OFFER COUPON 1 


THOMAS PUBLISHING COMPANY 
469 Eighth Ave., New York City, N. Y. 


Gentlemen: 


Please send me details for thirty days free examination of the 
new completely Revised 26th Edition of Thomas’ Register. 


Name 

Title. . 
Company 
Address 

City and State 
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